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What Unproductive Hours Do to Costs! 


| FOr | HE shoe industry has had about one 

year of experiment in the method of 

buying close to needs and producing 

at a similar rate. Has it been a 

process of marking time or is it here 

to stay? Will seasonal methods re- 
turn wherein the shoe merchant places the great 
majority of his orders for delivery six months 
hence or will it be buying a la carte? Will fac- 
tories have intense periods of production and then 
slack intervals; or will factories plan to keep a 
certain working crew and compact set of machines 
to manufacture over a greater period of even pro- 
duction? 

These are serious subjects and worthy of an 
efficiency conference of manufacturers and mer- 
chants within the next 60 days for the preparation 
of some definite policy of business. Certainly 
after a year’s experiment some ideas can be made 
into a platform of business conduct for the safety 
of merchant, manufacturer and allied factors. A 
policy of watchful waiting gets an industry no- 
where. 

These matters of strategy as will as tactics come 
up at this time with particular emphasis because 
the report on “Waste in the Boot and Shoe In- 
dustry” reveals two significant facts: 

First—“A most serious situation lies in the over- 
capacity of shoe plants. The capacity of shoe 

‘manufacturing plants in the United States is ap- 
proximately 1,750,000 pairs of shoes per day. The 
average production is about 177,000 pairs of shoes 
per day for a 300 day year.” 

Second—“The nightmare of every shoe worker, 
except in a few shops that have systematized pro- 
duction, is the constant fear of un-employment. 
Add to this the loss in time when he is actually on 
the job waiting for shoes, and we have a picture 
of the situation. Manufacturers estimate that the 
average shoe.worker spends only 65 per cent of 
his possible production hours in work; 35 per cent 
of his time is spent in idleness. ~This is a conser- 





vative figure taken from an analysis of work over 
a period of seven years.” 

There you have it! Read more of the report in 
this issue. It is not a problem of the manufac- 
turer alone—it is as well an economic problem of 
the merchant of shoes in his method of buying. 

The valleys and peaks of production need to be 
brought to a new horizontal of efficiency—it means 
more pairs of shoes, more contented workers, bet- 
ter service, and, what is vastly important, prices 
based on efficiency in production and distribution. 

We cannot agree with several conclusions made 
by the report—the 21 per cent advantage through 
prevention of waste might be paralleled by a 
statement to the effect that if the farmer took the 
skin off the animal and went into the barn and 
tanned it, then sewed it on the family sewing ma- 
chine and finished it in the parlor, he might get 
his shoes 15 per cent cheaper than in the store, but 
this is not the argument that is of particular in- 
terest in connection with this report on waste in 
the boot and shoe industry. The vital thing is 
that it takes so many machines to build the shoes 
in the busy season, a greater number because of 
seasonal buying than would be necessary if the 
industry had a real plan of buying and making. 

There are days when it would be well for the 
leaders in the trade to hold a real conference on 
efficiency. Do we need another Andy McGowin to 
organize another conference this time, not for 
war service but for better public cervice. 





Time for Store Efficiency 


“The business of distributing is a more difficult, 
complicated and uncertain field of labor than the 
professions of. engineering, medicine or law.” 
Comparing the professions with business, devart- 
ment by department, is there any ore superior 
quality of mind called into play by the former that 
the latter does not demand? The ability to esti- 
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mate community needs and to buy therefor; the 
faculty of creating good will; the selection and 
training of associates and assistants ; the mainten- 
ance of a distinctive standard of merchandising 
service, and an understanding of the machinery 
finance; all these call for abilities of a high order. 

Able men usually are individualists whose char- 
acter is reflected in their business. The merchant 
who has a lurking suspicion the efficiency of his 
store is less than 100 per cent should spend an 
hour or two a day studying it. An efficient store 
is a money saver. 


Making Dull Months 
Interesting 


Retail business is always interesting because 
we deal with live subjects and because we have 
the opportunity of studying human nature. 

August and September are particularly inter- 
esting months because there is no large volume 
of dependable sales, being too late for summer 
goods and too early for fall. We must therefore 
create business. Not only must we force sales 
on the left over odds and ends, using good judge- 
ment as to whom we can get to buy these left overs 
at a profit, then cater to those people strongly. 
Not everyone wants to or can afford to buy sum- 
mer goods so late in the season. We must now 
cater to a limited number, which means careful 
study of the display and the advertising. 

Nov is also high time to carefully check up all 
outstanding orders and see that nothing has been 
forgotten, to order and get in touch with the peo- 
ple of whom you buy to find out whether your 
orders will be shipped on time. Arrangements 
must also be made for the early arrival and dis- 
play of school shoes. 

As soon as the school business is in full swing 
it is then time to begin forcing the regular lines 
of fall goods both through display and advertis- 
ing. All of these things help to make business in- 
teresting during dull months, especially to the man 
who watches his business carefully to see that 
proper increases are made each year. 

It’s the preparation made at the beginning of 
the season that will how in sales during the season. 








Confidence Pays 


These days of uncertainty about style, we pause 
to admire that strong minded man who in similar 
situations picked styles according to his own in- 
dividual judgment. When asked why the shoe 
would be in style, he replied “Because I say so.” 

He retired a while ago with a fortune. Confi- 
dence pays. 


Watch This Line 


The line from the heel to the ball of the foot 
is one cf the most important lines in the foot. 
Watch it. An ounce of prevention is worth a 
pound of cure of broken arches. 
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Golf Styles 


Glory be to the game of golf. It brings thou- 
sands of men, leaders in affairs, to the golden out 
o’ doors. It teaches them the value of good foot 
= and the worth of good shoes for work or 
play. 

Some of our best styles of to-day are built up 
on shoes for golf. Without the game, our men’s 
trade would lack one of the leading features. Long 
live golf, good golf shoes and the meritorious styles 
that spring from them. 





Stock More Sizes 


A recession in shoe prices, which has taken 
place, enables a merchant to buy a greater num- 
ber of pairs of shoes with his invested capital. 

A selection of a greater number of sizes of shoes 
seems sound judgment, for the tendency of the 
times is towards greater accuracy in fitting, and, 
of course, the more sizes carried, the more feet 
can be fitted, and more shoes sold right. 





New Value of Windows 


Circumstances of trade of to-day adds vastly to 
the value of window displays. More people study 
windows, and study them harder, too. Watch the 
throng on any shopping street and see if it is 
not so. Women pause before windows, perchance 
to gossip over the newest styles. Many a keen 
and timely criticism can a shoe man get by ming- 
ling with the shoppers before his store and listen- 
ing to the criticisms of shoes. Even men are ob- 
serving windows with more care than ever before. 
Some seek styles. Others seek prices. 

The modern shoe wearing world is watching to 
see what the merchants are putting in their win- 
dows. So it is well to make the most of the win- 
dow displays. 





It is always better to tell what you have done 
than what you are going to do. 
* * * 


Laws are made to restrict and restrain men and 
judges are made to restrict and restrain laws, and 
revolutions are made by those who are restricted 


and restrained. 
* * ok 


The open shop and the open mouth are questions 
of vital interest to-day and are quite close to each 


other. 
* ok * 


Never look a gift horse in the mouth. Look the 
giver of the horse in the eye. 
* * ok 

The Fountain of Youth should not be sought in 

distant lands; it may be found only in a man’s 
heart under his own roof tree. 
* * * 


A very bad man is seldom disliked as cordially 
as a very good man. The sinner is more tolerable 
than the saint. 
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Chart by Thompson & Lichtner Co., Boston 


The greatest example of what rush-season orders do to the making of shoes 


Waste in the Boot and Shoe Industry 


Report Prepared by Thompson & Lichtner Co., Boston, on the ‘‘Elimination 
of Waste’’ and Presented to the Federated American Engineering 
Societies for Their Report to Herbert E. Hoover 


This valuable treatise of “Waste in the Boot and 
Shoe Industry” is given first publicity in the Boot 
AND SHOE RECORDER in the hope that it will impress 
the industry with the importance of a national study 
of waste effort.—Editor’s Note. 


Shoe making as a manufacturing process did not 
begin its existence until the middle of the last cen- 
tury. Before that time shoes were made by the wear- 
er or by the village cobbler. The growth of the in- 
dustry once under way was rapid and at the present 
time shoe machinery is in a high stage of develop- 
ment. Development of methods and management, 
except in a very few establishments, has not kept 
pace with the machinery. 

The varieties of style, the number of sizes and 
widths, the multiplicity of operations in making a 
shoe complicate the processes and tend to cause con- 
gestion between departments and irregularity of flow 
of work. This results in a wasted time of the shoe 
worker with.the consequent dissatisfaction and un- 
rest and a loss in production and in overhead cost 


to the manufacturer. In a few factories these dif- 
ficulties have been overcome to an appreciable degree. 

Style changes effect not simply the internal manu- 
facture, but to a still more important degree the sea- 
sonal demand for shoes resulting, except where the 
sales policies have been highly developed, in inter- 
mittent manufacturing. 

Preliminary processes of tanning and preparation 
of the leather greatly affect the wearing qualities 
of the shoe as well as the cost of the finished leather. 
These factors, however, have not been taken up in 
this report. 


Causes of Waste 


In boot and shoe manufacture the causes of waste 
are recognized as: 

1. Seasonal business complicated by variety of 
styles. ° 

2. Imperfect control of production involving the 
organization, the handling and distribution of sup- 
plies, and the planning and routing of work and 
material. 











3. Losses in material and through defective shoes. 
4. Labor difficulties effecting the relations with 
the employees. 


It will take time and educational work on the part 
of the manufacturer to stabilize the seasonal influ- 
ence in the boot and shoe industry. That this can 
be done to a large degree is shown by the results ob- 
tained in a few factories, by manufacturing shoes 
for stock in dull periods and by coordinating sales 
with production. 


The Losses Which Count 


The imperfect factory organization, showing itself 
particularly in congestion in and between depart- 
ments, causes time wastes which range between 25 
and 35 per cent of the working time, and these can 
be largely prevented by every manufacturer. Few 
shoe factories have made even an approach to the 
methods which have prevented such waste in other 
industries. To-day we find one department piled 
with work and others slack. Dissatisfaction among 
employees naturally results. Those idle are antag- 
onized because their earning ability has been im- 
paired by causes beyond their control. Those work- 
ing in congested departments are irritated by the 
nagging of their executives. Manufacturers must 
learn their own operating capacity, not from some- 
body’s opinion, but from time study and from job 
analysis made in cooperation with the worker. 

Losses in material are due chiefly to imperfect 
grading, waste in cutting upper leather, and imper- 
fections in shoes. Much time is involved in the re- 
pairs to shoes injured in process. “Doping” of the 
leather is frequently resorted to to cover up im- 
perfections. 


Fear of Unemployment 


The nightmare of every shoe worker, except in a 
few shops that have systematized production, is the 
constant fear of unemployment. Add to this the loss 
in time when he is actually on the job waiting for 
shoes, and we have a picture of the situation. Manu- 
facturers estimate that the average shoe maker 
spends only sixty-five per cent of his possible pro- 
ductive hours in work; thirty-five per cent of his time 
is spent in idleness. That this is a conservative fig- 
ure is indicated by the Figure 3, showing the working 
and idle time of a competent shoe worker for a pe- 
riod of seven years, and this, it will be noted, does 
not allow for time lost while on the job. 

Labor difficulties when traced back to their funda- 
mentals are found to be due largely to this irregular- 
ity of work and to the lack of knowledge of the time 
and the methods required for the various operations. 
The idle time is reflected in high piece rates, since 
employees must look not at weekly earnings but at 
annual income. It costs as much to live when one 
loafs as when one works. 


Results of Lost Production 
The loss in production from idleness results in: 
1. Dissatisfaction among employers and employees, 
and resulting strife. 
2. Higher cost of boots and shoes. 
8. Excessive piece prices. 
4. Exorbitant overhead cost. 


The peculiar feature is the fact that nobody knows 
the amount of this lost time. _No records are kept 
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of the actual working time of the piece workers. This 
lack of knowledge of facts interferes with intelligent 
dealings. Piece rates are set by guess. Bartering 
takes the place of agreements based on facts. Arbi- 
tration falls flat. Decisions can be based only on 
opinions and the parties remain as far apart as ever. 


Effect of Losses on Cost of Shoes 


The waste of time through the year due to sea- 
sonal demand and the daily losses of time through 
unbalanced production of departments and processes, 
make the cost of labor on a pair of shoes almost 
double the possible minimum. With an output valued 
at some one billion three hundred million dollars, this 
loss of labor, even assuming that only twenty-five 
per cent is wasted time, amounts (since the labor 
cost is about twenty per cent of the shoe cost) to 
$65,000,000 a year, and to this must be added the loss 
to the manufacturer, fully as great, and the waste 
of material. 

Manufacturers as yet are making but little effort 
to remedy the unsatisfactory conditions of employ- 
ment because they to not realize the bearing on their 
costs and profits. The manufacturer says: “This lost 
time does not cost anything. The operators are on 
piece work and simply lose their own time.” But the 
fact is that not only must irregular work be paid for 
by higher piece rates to maintain a fair annual in- 
come for the operator, but the effect of this idle time 
on the actual costs is surprising. 

The effect on cost to the consumer of preventable 
losses in shoe making has been analyzed. Even when 
considering possible savings in preliminary processes 
of tanning and preparation, we find a possible reduc- 
tion of twenty-one per cent in the selling price of the 
shoe. Accordingly, since selling prices in general 
vary with manufacturing costs, shoes which are now 
purchased from the retailer for $15 could be had 
for $11.85, or a saving of $3.15 per pair. Shoes now 
sold for $10 would sell at $7.90, or a reduction of 
$2.10 per pair. 


Nature of the Shoe Industry 


Boot and shoe manufacture is the giant of the 
group of leather industries, nearly equaling in the 
value of its products the combined value of all the 
other trades in this group. The production of boots 
and shoes runs sixth in value of output in the United 
States. 

Shoe manufacture is one of the most highly com- 
petitive of the industries, having about 1300 produc- 
ing companies, the largest of which manufactures 
about six per cent of the total output. No trusts have 
been formed in the shoe industry and no agreements 
or pools exist. 


1909 1914 1921 
Value of output. ..$442,630,726 $501,760,458 $1,300,000,000 


Capital invested.. 197,090,344 254,590,832 500,000,000 
Pairs produced.... 285,017,181 292,666,468 300,000,000 
Numbers engaged 200,847 210,348 225,000 
Value of earnings .$109,648,165 $128,623,475 $280,000,000 


Figures for 1909 and 1914 are from 1914 U.S. 
Census of Manufactures. Figures for 1921 are esti- 
mated, after consulting the latest published and un- 
published data, since no exact figures are yet avail- 
able (see Recorder’s recent figures on 1921 eensus 
for revision of 1921 figures as per official census re- 
port.—Editor’s Note.) 
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New England produces about fifty-three per cent 
of the shoes made in the country; New York, four- 
teen per cent; Missouri, eight per cent; Ohio, six 
per cent, and Pennsylvania, five and one-half per 
cent. The remaining production is scattered all over 
the country. 

The average output per employee is about 5.1 pairs 
per day, based on an average of the entire year. The 
range in these shops, due to styles and plant condi- 
tions, is from 3 to 12 pairs per operator per day. The 
far reach of shoe production is shown by the fact 
that, excluding hides, the materials used to make 
a pair of shoes come from some 25 countries. The 
exports of shoes are shown in Figure 2. 


Over Capacity 


A most serious situation lies in the over-capacity 
of shoe plants. The capacity of shoe maufacturing 
plants in the United States is approximately 1,750,- 
000 pairs of shoes per day. The average production 
is about 977,000 pairs for a 300-day year. 

The increased cost of different types of novelty 
design over the cost of the ordinary shoe can be 
shown. If all of these changes were made in the 
same shoe, it would mean an increase in labor cost 
of $3.24 per pair over any base shoe without novel- 
ties. Extra material is-used for straps and other 
parts, but this cannot be figured as an item of ex- 
pense because it can be worked out of scrap material. 
In fact the fancy treatment frequently permits the 
use of cheaper stock throughout. This results, how- 
ever, in less desirable qualities of shoes so that there 
is further actual loss to the wearer. Saddle straps, 
so popular in 1921 with both men and women, hurt 
the feet in many cases but still are selected because 
stylish. 


Effect of Rapid Turnover in Retail Stores 


The placing of orders by the retailer has a tre- 
mendous effect on manufacture. He alone can aid 
greatly in leveling production peaks. One retailer 
in Bridgeport, Conn., turns his stock ten times a year 
and is planning to go still further and place orders 
twelve times a year. This rapid turnover is a gain 
to both manufacturers and retailers, for loss of the 
latter in dead stock and capital lying idle is reduced 
to a minimum. 


Control of Manufacturing Processes 


The shoe industry has progressed more slowly than 
most others in the last twenty years, except in the 
development of machinery. The glaring loss due 
to time lost through internal irregularities is strik- 
ing, and it is allowed to continue as a thing to be 
accepted as a tradtion of the business. 

The dread of overhead costs, timidity in setting 
precedents, fear of the labor unions, are the reasons 
for so little progress. Research work is practically 
unknown, thorough analysis is lacking, yet both must 
be employed to coordinate the units of an organiza- 
tion manufacturing a product involving as many 
complexities as the shoe industry. 

Searcely one manufacturer in a hundred appreci- 
ates the actual money losses due to irregular flow of 
shoes through the different departments and opera- 
tions. Go through almost any shoe shop after 3 
o’clock in the afternoon, and you usually find at any 
time of the year one or more departments entirely 
shut down for lack of shoes. Go through almost any 
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shop at any time of the day and you will find some 
operators in every department. 


Waste of Material 


Wastes involving material occur in the grading of 
leather which in many plants is done without defi- 
nite standards, in the purchase of supplies in ex- 
cess of requirements, in the cutting of leather, and 
in defective shoes. 


Waste in Cutting Upper Leather 


One of the enormous sources of loss is the waste 
in cutting upper leather. Some factories work out 
standard quantities for each style with the aid of 
measuring machines, while a few others adopt what 
are called the Krippendorf standards. Other firms 
leave it entirely to the cutters to economize in 
leather. Even where standards are in use, enormous 
waste occurs through the carelessness or lack of 
training of the cutters. A difference of at least $100 
worth of leather per week used by two different men 
for the same styles and same grades of stock is not 
unusual. Until methods are adopted for controlling 
this, as well as for interesting and training the cut- 
ter to use minimum quantities, the waste will 
continue. 

Cutters are usually employed on a day work basis 
with the object of keeping the waste of leather as 
small as possible. With the full developmentof stand- 
ards obtained by careful analysis it is possible to pay 
the cutters an incentive for quantity and quality out- 
put, with a resulting saving of at least 10 per cent. 


Losses from Damaged Shoes 


The losses from damaged shoes average 11% to 2 
per cent and run into several millions of dollars year- 
ly, even without considering customers’ rejects, the 
net loss from which has never been satisfactorily 
estimated. The cost of these must be put into the 
price of shoes. 


Labor Disputes Must Be Settled by Fact Arguments 


Success depends upon faith, goodwill and coopera- 
tion. These things can never be attained, however, 
until, along with the best of intentions, shop conditions 
and shop methods are adjusted by keen analyses of 
causes and remedies, until the present haphazard 
rate setting is replaced by methods based on fact 
knowledge. 

The big factor behind labor disputes is the at- 
tempt of the worker to secure a wage that will make 
up for the irregularity of work through the day and 
through the year. Management shares the blame 
with labor for the disagreements and the strikes 
and lockouts that occur. When the employer and 
the worker realize, as they are doing in-a number 
of the most successful plants, that the success of 
each depends upon faith in one another, and when 
along with this and of vital importance comes the 
realization of both that most differences can be set- 
tled by determination of fact and the establishing of 
standard methods in production so as to prevent the 
causes of friction, most of our labor difficulties in 
the shoe shop will disappear. And with these same 
developments will come about the elimination of a 
large portion of the waste now existing in the boot 
and shoe industry. 
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A Survey of Retail Advertising in June and July 
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Enter—The 


; Summer Season 
Exceptional Values 
In White Footwear 


All the new styles in white and 

black, whité and tan combinations 

and plain white Sport Oxfords, and a 
‘N om \variety of styles in One-Strap Baby Louis 


FoR 
- wot ot ost nd Louis héels at these unusuAl prices. 











Women's brown satin one-strap pumps, dees $9 00 
tovered heels, turned soles . oe ee ? 

Two-strap sport pumps made of medium and lignt snades 
of tan leather und trimmed with the same material in contrast- 


ing colors. Baby Vouis and 
fow heels - . 

Biucher style. new + ght 
oxfords 


Real linen two-strap pump. ae With white * $9 00 
feather, white leather soles and hi e' 
White cloth oxfords, Neolin or ase heel, $4.50 


trimmed in tan leather 


Genuine white buck two- strap pumre, 10. 00 
sule and heel <o-8 


whi ivory 


CLOSED ALL DAY MONDAY. JULY 4TH 








Shoes and Tempers 


Ill-fittang shoes are responsible for a great deal of 
ill temper among women. This is especially true in~ 
summer when the intense heat aids the ill-fitting shoes 
g a most ble state of mind. Women 
afflicted with corns. bunions or callouses are rarely if 
ever sweet~- “tempered. 





This condition of mind (and feet) 18 unnecessary 
and can easily be avoided if the shoes are fitted by 
PALMER'SS experts, who take great pains in fitting the 
shoes to avoid just such afflictions. 





9 AND $10 











CAREFULLY FITTED BY MEN WHO KNOW HOW 

















White Nu-Buck 
Brown to and 


‘10 


Bans Snacks 
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BOOT AND SHOE RECORDER 





August 13, 1921 


“Making Good” in a Small City 


You Don’t Have to Locate in a Metropolis to Achieve Success 
am with a Specialty Shoe Shop—Here’s How a 
Michigan Man Did It 





Art in shoe window display 


plied in a thriving and growing community 

by a progressive retail shoe merchant. Mr. 
Kar! P. Shubel of Lansing, Mich., conceived the idea 
that specializing in the shoe merchandising field is 
as applicable in a medium-sized community 
center as it is in a large metropolis. The 
transient and floating population in this 
particular city in which Mr. Shubel’s store 
is located, amounts to practically 100,000 
people. Although the actual population of 
the town itself, by census, is 57,000. The 
city itself being the capital of the State is 
actually the hub city for many surrounding 
towns. 

Operating from his original store, which 
has been established in the same spot for 
several years under the name of “Shubel,” 
a trade name known in the city and sur- 
rounding country for: over half a century, 
Mr. Shubel decided that the time for spe- 
cialty stores had arrived and decided to lo- 
cate two branch stores away from the parent 
store in the same city. 


Hoi is a splendid merchandising idea as ap- 


G- The Arcade Shop 


A splendid opportunity arose in the shape 
of a new building that was constructed and 
a chance to install Arcade stores, as the par- 
ticular type of building in question was of 
Arcade construction, containing, by the way, 
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a veiy attractive and up-to-date theater. 

This offered a fine chance for locating two 
new stores Mr. Shubel had been so anxious 
to start. He accordingly opened and in- 
stalled in one of the stores a complete line 
of ladies’ and misses’ shoes. The arrange- 
ment of this store being exceedingly taste- 
ful and beautiful. Careful color scheme 
was carried throughout and medium-priced 
but very attractive line of ladies’ and 
misses’ shoes installed for sale. 

Careful attention was paid to the sales 
windows. Mr. Shubel decided that nothing 
but the best kind of fixtures he could buy 
for his store would do. The windows were 
about 9 ft. 10 in. long and 24 in. deep, ex- 
ceedingly narrow width, but the problem of 
adapting display fixtures to the window was 
easily solved by making a special table, 
narrow in width and long in dimension. 
Three specially built tables are used. For 
the background a very tasteful screen was 
made about 36 in. high, with removable 
center panel and silk panels on either side. 

Finish of the fixtures in the window are 
particularly beautiful, being a mahogany 
and gold trim, which greatly enhanced the Louis 
XVI period used. 


Arrangement of Interior 
In the inside of the store careful seating arrange- 


eed 





Simplicity sells shoes on sight 
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ments were provided for. Tasteful floor lamps were 
arranged. The color scheme of the shoe cartons 
were made to match the silk background of the win- 
dows. The shoe cartons themselves, were built into 
the wall, making the plush effect in the entire store. 

Another very interesting feature is the use of in- 
conspicuous price tickets on the shoes shown in the 
window. Tickets about half of an inch wide, white 
paper, and just large enough to indicate the price 
was neatly placed in an inconspicuous manner on 
each shoe. 


The Junior Bootery 


The adjoining store is named “Shubel’s Junior 
Bootery,” and contains juvenile shoes in an entire 
line. The theory being that the mothers, if their 
hopefuls are well satisfied with shoes, would be 
pleased enough to continue their trading from the 
adjoining store. 

Inthe Junior Bootery particular attention is paid 
to the child itself, but was indirectly toward the 
parent in efforts to please their children. 

Here, again, the tremendous importance of the 
window itself was recognized, and a duplicate of the 
Louis XVI window was installed. At this time a 
more delicate color scheme was carried out and the 
fixtures finished in a beautiful antique shade of 
ivory, while the floral decorations upon the fixtures 
themselves were brought out in their natural color. 
Miniature fixtures completed the trim for the win- 
dow, further carrying out in an attractive manner 
that the store itself. catered exclusively to the young 
folks of the day. 


Cartons to Match 


In the store itself, as in the other store, the shoe 
boxes were made to match in color with the back- 
ground of the windows, and the wood work was 
matched exactly in ivory finish as the background 
of the window itself. Even the cash register is cov- 
ered in ivory finish. All the seating effects are 
made as comfortable as possible for children them- 
selves. The boxes in the cases in the wall were 
flushed to the ceiling. 

These two unique stores are indeed examples of 
theory of highly specialized merchandising, apply- 
ing to medium-sized communities as successfully as 
it can be made to pay the larger cities of the world, 
for there a very interesting co-operation was secured 
for the selling of wares that the stores were deal- 
ing in. 

Mr. Shubel himself is president of all three stores 
and also his main store, but each store is a single 
co-operation with a manager taking every interest 
and precaution to see that the store is kept up with 
sales records that is indeed enviable by all. The 
branch stores themselves form an excellent advertis- 
ment for the main store. 

There is no sort of pessimism connected with Mr. 
Shubel’s idea. 

He believes times are good and business is to be 
had for those who will go out and get it. 





TO HOLD MEETING IN BIRMINGHAM 


Birmingham, Ala., Aug. 8.—Word has been re- 
ceived here from R. R. Wilkinson, president of the 
Southeastern -Shoe Retailers’ Association that he 
plans to call a meeting of the directors and members 
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of the style committee of the association about Sept. 
15. The meeting will be held here. Many important 
subjects will be up for discussion. 





WILKINSON TO OPEN OWN STORE 


President of Southeastern to Leave Jacksonville for 
Palatka, Fla. 


Jacksonville, Fla., Aug. 6.—After having served 
for ten years as buyer and manager of the shoe de- 
partment of Cohn Brothers, Jacksonville’s leading 
department store, R. R. Wilkinson, president of the 
Southeastern Shoe Retailers’ Association and one of 
the best-known shoemen in the country, has ten- . 
dered his resignation and plans to open a shoe store 
of his own in Palatka,«Fla., in the near future. Mr. 
Wilkinson already: hasy leased a storeroom on the 
main street of the town and alterations have been 
begun. He will ¢arry.a full line of men’s, women’s 
and children’s shoes, ¢atering to the medium and bet- 
ter class trade. The-new store will open as soon as 
alterations have been completed which, it is expected, 
will be between Sept. 15 and Oct. 1. 

Mr. Wilkinson’s successor with Cohn Brothers is 
T. W. Beegle, for-the*-last.16 years buyer for the 
John C. Lewis Co., Louisville, Ky. 





CONNECTICUT MERCHANTS’ OUTING 
Take a Day Off With a Live Bunch 


The Connecticut Shoe Retailers’ Association on 
Aug. 24 will hold its annual outing at Momauguin 
Beach, New Haven. Aside from the baseball games, 
swimming matches, races, etc., for which silver cups 
have been obtained from Derby, Conn., there will be 
a serious address. The principal speaker will be 
Prof. Malcolm Keir, head of the Department of 
Business Economics of Dartmouth College. 

Tickets for the outing can be obtained from M. C. 
Keir at Seymour, Conn. 

The officers and active workers in the association 
are as follows: M. C. Keir, Seymour, president; I. F. 
B. Lloyd, Hartford, first vice-president; D. C. Lucy, 
New London, second vice-president; J. C. Sherwood, 
Waterbury, secretary and treasurer; M. C. Keir, Sey- 
mour, chairman Membership Committee; Carl A. 
Bingston, New Britain, chairman Reception Commit- 
tee; Chas. H. Conwell, Meriden, chairman Enter- 
tainment Committee; J. C. Sherwood, Waterbury, 
chairman Grievance Committee; F. L. Strickland, 
Rockville, chairman Legislative Committee; H. A. 
Hanke, New Haven, chairman Auditing Committee. 
Executive—J. W. Lawrence, Hartford; ‘Sydney 
Stokes, New Haven; J. C. Sherwood, Waterbury; 
Thomas J. Mildren, Hartford; R. F. Foster, :Dan- 


bury. 





STYLE COMMITTEE TO REPORT 
Special Tri-State Meeting Called for August 21 


Memphis, Tenn., Aug. 8—Reuben Stiefel, presi- 
dent of the Tri-State Shoe Retailers’ Association, 
has called a meeting of the board of directors to be 
held at the Hotel Chisca here on Sunday, Aug. 21. 
On the following day will be held a meeting of mem- 
bers and prospective members at which the feature 
will be the report of the Style committees anda dis- 
cussion of plans for the welfare of the organization. 
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The possibilities in leather have hardly been touched. 
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Tanners are investigating the use of every skin from 
every sort of animal with and without hair in its finished 


state. 


A remarkable development in the tanner’s art is 


shown in the way of skins with the hair on. 

The Alexandre Works, Inc., of Garden City, L. I., have 
obtained a footwear material that takes the natural skin 
with the hair on and permits its being used in smart foot- 


wear. 


in gloss and markings. 
recent gatherings in New York City. 


The leather has all the appearance of Persian lamb 
It was one of the features of the 
We showed a young 


lady wearing shoes and coat made from the same mate- 
rial, which makes the acme of harmony. 


Getting Them Around the Corner 


What the Little Store Needs Is a Lot of Ambition 
and a Fair Amount of Ingenuity 


Henry Bixby was standing on the steps of his shoe 
store the other evening as I strolled along that way. 
I knew Henry when we were both boys and he was 
called “Hank.” Those were the days when he and 1 
patronized the same swimming hole and rowed the 
same old scow on the river and picked berries in the 
same tin pail on the hill. 

I stopped and looked up and down Third Street, a 
side street leading out from Broad Street, near the 
shopping section. The street was deserted and the 
stores along it were closed for the day. 

“How did you do it?” I asked of Henry. 

“What do you mean?” he returned. ‘How did I do 
what?” 

“How did you get the business around here on this 
side street with so much competition just around on 
Broad Street?” 

Henry did not give any snap answer. He thought 
it over, chewing on a, black cigar while I waited. 

“What is the secret of this side street success?” I 
persisted. 

Finally he said, “There isn’t any secret. At least 
there isn’t any one particularly clever thing I have 
done that has brought a lot of people here and made 
them my customers in spite of competitors more cen- 
trally located. The success of the business has been 
due to many things. 


Personal Contact Wins 


“Every shoe man does something to get business. 
Some make a specialty of one line of effort and some 
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of another. I’ve tried to get all the different things 
I could pulling for me. Right at the start the very 
handicap of this location gave me certain advantages 
over the busy Broad Street stores. I hadn’t many 
customers and I could meet each one of them per- 
sonally and give them all my individual attention, and 
you know how much better treatment I could give them 
than I could expect a good clerk to give. I made 
everybody who.came in feel that I was doing all I 
could do to please him or her. I never hurried any- 
body, no matter how many others might be waiting. I 
made it my business to give that customer I was wait- 
ing on just as good service as I could. If somebody 
else walked out because they felt they could not wait, 
I apologized to them, but I did not neglect the earlier 
customer.” 

“Most customers expect to wait for their turn, don’t 
they?” I asked. “If you couldn’t wait on them, that 
wouldn’t make them sore.” 

“Once in a great while somebody might be peevish 
about it, but that was something I couldn’t help. I 
hated to see people walk out without getting waited 
on, but I hated worse to see them walk out without 
my having waited on them to their perfect satisfac- 
tion. The young fellow starting in business without 
much business to take care of has an advantage, you 
see, over the big, busy store, in that he can take more 
pains with his patrons. 

A Policy to “Bring Them Back” 


“The best evidence that I made people my friends 
in this was in the fact that they came back and kept 
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coming, and they sent their acquaintances. That was 
only one policy and a very simple one. Another rule 
I made for my store was that I would keep it so 
blamed clean from front window to back door that 
everyone coming in would notice how clean it was, 
instead of merely not finding it conspicuously dirty. 
Women like a clean store and I showed them what a 
clean store was like. No secret about that, you see. 
Any shoe dealer can keep his store clean and most of 
them do, but not many of those stores are conspicuously 
clean. My orders to-day to my clerks are to clean up 
dirt whenever there is any, whether they find it in the 
middle of the day or the first thing in the morning. 
When I was alone I used to rustle out a broom or a 
mop any time when no customers were on hand and 
clean up the dirt people tracked in. And I had rugs, 
of course, where people sit down to be fitted, and I 
had those rugs taken out and beaten every week or 
oftener. 

“In addition to keeping the place clean, I tried to 
make it so comfortable that any customer would find 
it a restful, unhurried place, comparing favorably 
with the hurried Broad Street shops. Where you 
handle a lot of customers in a day, rushing them 
through with careless fitting and cheap goods, you 
can’t give them time to feel rested. Of course, I know 
there’s Engel’s Bootery on Broad Street and they take 
all the time in the world with you there, and the sur- 
roundings are restful enough if you have the price, 
but you know as well as I do that that is not a shoe 
store for the average individual. It is a place where 
millionaires, or at least people with millionaire tastes, 
go to see how much they can spend for shoes.” 

“That shop is out of the class of most of us,” I ad- 
mitted. “I can’t afford their services, and I wear 
pretty good shoes too.” 

“Engel’s is all right of its kind, but it appeals only 
to a limited class of patrons and there isn,t room for 
another Engel’s in the city. 

“T can see, Henry, that you have run a good store 
and have treated people right and held their trade, 
but that doesn’t explain how you have got so many 
people into the habit of coming around here, how you 
have brought them here in the first place.” 

“You are still looking for some secret of success, 
aren’t you?” Henry grinned. “Well, maybe you are 
right in a way. There is one principle I have adopted 
and followed up, and that is the principle or rule of 
advertising all I can in all the ways I can all the time.” 

“You couldn’t afford to go into the city papers when 
you started in, could you?” 


Value of Personal Letters 


“No, but I could afford to sit down every day when 
I had nothing else to do and write personal advertising 
letters to people whose trade I wanted, and I could 
“afford to put out the kind of a sign that would look 
as if it represented some style, and I could afford to 
make catchy window cards. One thing I did along 
that line was to get a dozen or so slates, regular 
school slates, and on these I would write as catchy 
phrases and sayings as I could and put them in the 
window and around the store, changing them every 
day or two. Take those slates I put in the window, 
for instance. On them I would write things about. 
people well known around the city, about the politicians 
and the city officials. When Jerry Barner was mayor 
I was always writing on slates what ‘Our Mayor’ 
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might have said—‘Our Mayor might have said it was 
a cinch walking into offices on his Brockton Cordovan 
Oxfords,’ ‘Our Mayor might have said there is a better 
shoe made for $8 than these, but he would know 
better,’ ‘Our Mayor might have said these Johnson 
Brogues are the most comfortable shoes he ever wore.’ ” 

“Did the mayor say any of those things?” I queried. 

“I don’t know. He may have, or as I put it, he 
might have. I never met the gentleman until I had 
been quoting him for a year. I used other people’s 
names in this way; ‘To the City Clerk, John Sawyer. 
John, we would like to sell you a pair of shoes like 
these in this display. $8. Are you game?’ ‘To the 
President of the Ladies’ Civic Club, Mrs. Greene, will 
you tell the members of the Civic Club that we are 
offering this week the best values in walking shoes 
that the city ever saw?’ 


A Clever Slogan Wins 


“There is no limit, of course, to what one can write 
along such lines, and putting those actual names into 
window displays makes the public stop, look and read, 
believe me! Then you have seen that phrase I run in 
all my advertising lately, since I got to using the news- 
papers, ‘45 Steps from Broad Street.’ That brings 
you from the corner to my door, and I had that sign 
you see there put on the corner of my store so it can 
be seen night and day from the Broad Street corner. 
Anybody going past that corner and glancing this way 
is bound to see ‘BIXBY—SHOES,’ and I helped that 
sign by a sign down there on the corner on the electric 
light pole, where I pay to have it stay. You’ve seen it, 
just a red arrow on which is printed in black letters 
‘BIXBY—SHOES.’ That sort of sign advertising 
helps to locate my store and tie it up to my newspaper 
advertising. 

“Then, when I have something of special value to 
offer, I always give credit to my location for the spe- 
cial price. ‘I can price these tan oxfords at $4.75 in- 
stead of $5.50 because my store is on a side street 
where rents are lower.’ By hammering away on that 
line I get people thinking that it is logical enough to 
expect to be able to buy for less money from me.” 

“What do the Broad Street stores say to that?” I 
wanted to know. 

“For a long time I was too small a fellow to receive 
any attention from them, no matter what I might say, 
and after I was established they hated to admit that 
I was here and they have never tried any comeback 
in their advertising. I don’t know what they say per- 
sonally to customers. Probably they tell them I am a 
liar, putting it in some gentle way. 

“There are some advantages in this location that I 
capitalize in advertising I send out to my public. For 
instance, you can park your car on this street and 
leave it as long as you like. You can’t do that on 
Broad. There is a woman’s club and a rest room near 
here on this street. There are a good many pro- 
fessional men right in my block, and I got out a piece 
of advertising, a little folder that I mailed, and in it 
I told where my store is and I gave a list of all the 
businesses and professional men located in the same 
block with me. I said ‘Bixby’s Shoe Store is in the 
same block with all these people. When you come to 
see any of them, look in and see what our shoe stock 
is like. We can save you money by selling cheaper 
than the Broad Street stores. 

(Continued on page 104) 
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Knowledge Is Power 


Why Not Start a Store Library for the 
‘Younger Generation?”’ 


One of the most important problems of the retail 
shoe merchant to-day is the method of teaching sales- 
people about the merchandise they are to sell. The 
shoe industry has appreciated for many years the 
work done by the Harvard School of Business Admin- 
istration. The report of that impartial body was of 
inestimable value before the War Industries Board 
and later before Attorney General Palmer. 

Many shoe merchants are looking about for ways 
and means of educating their sons and also energetic 
store workers in every point bearing on the shoe 
and leather industry, tanning, shoe manufacturing, 
methods of merchandising—all to the end that the 
young men might have a well rounded education fitting 
them for better service to the public. 

Within the last year probably more educational in- 
terest has been put into the making and merchandis- 
ing of shoes than in the ten years preceding. The 
Retail Shoe Salesmen’s Institute in Boston, the Lynn 
Shoemaking School, under the direction of Michael 
Tracey, serve in theoretical and technical education. 

A remarkable analysis of retail training, combined 
with a merchandising manual and teaching instruc- 
tions, is prepared by the Research Bureau for Retail 
Training of the Carnegie Institute of Technology, 
Pittsburgh, Pa. 


Merchandising a Profession 


The fundamental idea back of the Research Bureau 
for Retail Training of the Carnegie Institute of 
Technology is remarkably well explained in the fol- 
lowing: 

“Instead of further stress upon selling their wares 
merchants had become more ambitious to sell to the 
public the importance of their merchandising occupa- 
tion, to raise it nearer to the status of a profession. 

“A second drift in thought among the merchants 
was encouraged by the exhaustion of all sources of 
supply for recruits to their business because of the 
need of workers for the war industries. This made the 
business world realize as never before that the ulti- 
mate competition for workers was a competition be- 
tween different groups. The leaders of the group of 
men which regarded retail commerce as a desirable 
life work were directly challenged to demonstrate that 
it offered as high chances for well being as office, 
factory or a profession. 

“Even from the limited point of view of the suc- 
cess of his own store an owner might thus find it 
better to cooperate with his competitors in the retail 
business to stimulate the supply of help and improve 
the quality and training of those in this vocation. 
The competition for help between retailers, whole- 
salers, offices and factories was also another reason 
for interesting the public in the service which dis- 
tributors perform. The best advertisement would 
certainly be improvement in character of the service 
which all the stores give to their customers. The 
general level of service in the city, not merely the 


courtesy and competence of the employees of one 
store, should be raised. 

“The third trend in ideas which is just beginning 
to find expression in the gradual change in emphasis 
from profits to personnel. For generations longer we 
may expect that profits will remain the mainspring of 
action among merchants as well as among the indus- 
trial and financial groups. Nevertheless the ease with 
which favorable financial balances were rolled up dur- 
ing recent years left a surplus of energy to devote to 
other things. The cry for efficiency was a demand 
which could only be stressed during a period of re- 
trenchment. It may become insistent again during 
a period of depression. With the restlessness of the 
workers the interest in efficiency weakened. Con- 
tentment, satisfaction with the work, and the happi- 
ness of the helpers were at first murmured and then 
boldly announced as strong motives for the study of 
personnel. To-day it can be said that occasionally 
the successful head of a large organization is quite as 
interested in increasing the happiness among his 
family of workers as about increasing profits. 


Merchants in Public Service 


“The mistaken impression is too frequently found 
that a merchant is only interested in money-making 
plans. Those who are always looking for selfish mo- 
tives seldom recognize that it is the merchants of a 
city who are the first to support public enterprises and 
those to whom a request for funds first comes. It is 
a safe guess that the more worthy the appeal the 
greater will be the response. Any appeal to the mer- 
chants of a city to join in a co-operative educational 
plan is pretty sure to be wasted effort if the first 
plank in its platform is not a clear recognition that 
here is a group of men with the utmost faith in the 
importance and the joy of their work. This will 
readily find expression in aiding an educational pro- 
gram. Such a program helps to bring to their calling 
the dignity which it deserves. It contributes to the 
better service to the public in which the merchants 
are interested and it gives concrete evidence of the 
high regard which the leaders have in the personal 
welfare of the workers under their roofs.” 

This Pittsburgh Bureau has a budget of $32,000 a 
year for five years for the study of retail training. 


A Book on Leather 


Another publication issued this week is on Hides 
and Skins and the Manufacture of Leather. It is in 
the nature of a layman’s view of the industry and is 
by James Paul Warburg, assistant cashier of the 
First National Bank of Boston. This publication 
covers the evolution of the industry, the raw material, 
manufacture of sole leather, manufacture of upper 
leather, and the economic distribution of the industry. 

A significant paragraph from this publication, in 
view of the present-day interest in the tariff, is as 
follows: 

(Continued on page 65) 
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Hosiery in the Wide-Awake Shoe Store 


A regular monthly department of the Boot and Shoe Recorder of 
Hosiery Service, conducted by an expert in merchandising and 
selection of hosiery for men, women and children. 
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Hosiery as an asset proposition, in profits and serv- 
ice, is to-day known to every shoe merchant. Here 
is what Henry E. Hagan says: 

“It is truly remarkable to find so many retail shoe 
stores on the Pacific Coast that are doing $100,000 or 
more in hosiery alone; and I found one store that was 
doing better than $300,000 in the hosiery business. 
Hosiery retailing from $7 to $10 per pair is in most 
active demand, and I have seen some hosiery, which 
undoubtedly sells in limited quantities, that was being 
retailed as high as $30 per pair.” 

Just to give you an idea of the scope of sales to 
women we give an average woman’s hosiery wardrobe. 
The average woman who dresses as well as she can 
afford to, but has to study economy all the same, needs 
a supply of stockings something like this: Three pairs 
of plain black silk stockings, three pairs of plain 
white, a pair of lace striped or clocked silk stockings 
in black for dress-up wear; specially beautiful white 
silk stockings to go with white satin slippers; stock- 
ings to match dancing slippers of various tints; stock- 
ings to match gray or bronze slippers; three pairs of 
wool cashmere stockings to go with sport oxfords; 
three pairs of brown silk stockings to go with tan calf 
oxfords or pumps; and three or four pairs of fine white 
lisle stockings to wear summer mornings with house 
slippers. 


A Valuable Glossary to Start on Hosiery Service 


Cashmere. — When applied to hosiery or underwear 
means goods made of fine worsted yarn spun from 
Saxony or other soft wools. 

Corduroy.—Commonly known as two-and-two rib, or 
two ribs alternating on face and back of children’s 
stockings. 

Double Sole, Heel and Toe.——Means an extra thread 
added to hosiery at points mentioned. Strictly 
speaking, “double” applies only to -single-thread 
goods. 

English Foot.—A stocking having two seams in the 
foot, one on each side of the sole. 

French Foot.—Having only one seam, and that in the 
center of the sole. 

Full-fashioned.—Knitted in a flat web, which is shaped 
by the machine so as to fit the foot, leg or body. 
The webs, or sections, are sewn together to form 
hosiery. 

Full Regular (sometimes called looped).—A term ap- 
plied to hosiery in which the seams have been 
connected by hand knitting. 

Gauge.—Applied to the number of meshes or wales 
to the inch in hosiery. For example, a 16-gauge 
fabric will have 16 wales or ribs to the inch. 


Herringbone.—Applied to the stitching, which is made 
to cover the edge of the split sole in hosiery. 
Merino.—Applied to hosiery made of part cotton and 
part wool mixed together. (Note.—The word me- 
rino on a box label is often misleading, as it fre- 
quently happens that goods so called are com- 

posed wholly of cotton.) 

Ingrain.—Applied to raw material or yarn, dyed be- 
fore knitting. 

Jacquard.—Fancy patterns, more or less elaborate, 
applied to hosiery by means of a special machine 
or attachment. 

Lisle Thread.—Yarns made of long staple cotton, 
somewhat tightly twisted and having a smooth 
surface produced by passing the yarn over gas 
jets. 

Maco.—Applied to hosiery made from pure Egyptian 
undyed cotton. Derived from an Egyptian cotton 
planter, Maco-Bey. 

Richelieu Rib.—Applied to women’s plain stockings 
having a single drop-stitch at intervals of three- 
quarters of an inch running the full length of the 
stocking. 

Seamless.—Applied to hosiery knitted in one piece on 
a circular machine, leaving an opening at the toe 
to be looped together. The shaping of the leg, 
heel and toe is done by steaming and then drying 
on boards of proper form. 

Split Foot.—Refers to black or colored hosiery having 
a white or unbleached sole. 

Spun Silk.—Applied to a low grade of silk used in 
the cheaper lines of silk hosiery. It is made from 
floss, injured cocoons, husks and waste from reel- 
ing, and bears the same relation to silk as cotton 
waste to cotton or shoddy to wool. 

Welt.—The double thick portion or wide hem at top 
of plain hose. 


Important Size Schedules 


Hose and half-hose measure in inches from the toe 
to the heel the same number as the size. Thus, size 8 
must measure 8 in., and so on. This rule is invariable, 
and hosiery not coming up to this standard is return- 
able to the vendor. The length of leg should not be 
less than 27 in. 

The following is a list of hosiery sizes used in con- 
nection with the corresponding sizes of shoes: 

For Men For Women 


Size of Size of Size of Size of 
Hose Shoes ose Shoes 
ee fe eg Se ere rer 2 to 3 
LE aa ore t. * ¢F _, BR tere hoo 3% or 4 
ia aides cs: 0.0 ec0nsre gake 7% RIN FED tases Sino thle sree ge 4% 
hg roe $72 i See Pee Bg 
| Perper ere er 9% “ 10 errr ee ne 6 7 
iio oi pies saccianetivw. nike ™m% “8 


(Continued on page 47) 
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FANTASTIC SLIPPER - BLACK AND GRAY CHECKER TOP IN KID LEATHER 








Brocades and Metal Cloths Over Patent 


Designers in Paris Try New Effects to Combine with Patent 
and Glossy Finished Leather 


Paris Recorder Bureau, Metal striped and metal 
S 2 Rue des Italiens procaded cloths figuring 
conspicuously among the novelties for winter gar- 
ments, French shoe makers have adapted the idea 
of metal cloth and metal effects for street wear to 
shoes as well, and are bringing out new models in 
a combination of black patent leather and silver 
cloth. These are shown in a novel tongue and strap 
slipper style. 

This use of metal cloths with patent leather is 





the chief news item in the French shoe world of 
the last month. Other than this, styles show little 
change, and, in fact, the fashionable boot makers 
report an alarming increase in the demand for the 
simple, perfectly plain, high heeled, black patent 
leather pump. 

During the past few seasons when every woman 
has had a shoe for every costume the cobbler has 
been in clover. To reinstate the all-black shoe is 
to kill the goose that lays the golden egg, but with 
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the continued and almost inconceivable vogue for 
the all-black costume the black shee looms up as 
a matter of course. 

Variety in Black Footwear 


In an effort therefore to save the situation 
French shoe men are bringing out models in low 
patent leather pumps with an all-over perforation 
in a scroll design, and with heel and underlay in 
white or in a contrasting color. These pumps are 
intended to be worn with a costume trimmed in the 
same color as the heel and the underlay. The idea 
is taking well, and one shoemaker reports he has 
made this pump in no less than seven different 
combinations for one client, such as black with red, 
black with royal blue, black with green, black with 
violet, black with white, also in white cut over red, 
blue, green or violet. 

Both green and violet are much employed as trim- 
ming on black or white shoes. 

Colored heeis continue to be extensively worn on 
patent leather walking pumps, also on evening slip- 
pers in silver cloth or in black satin. 

For the evening sandal styles in silver cloth still 
take precedence, though laterly as reported in a 
previous letter plain brown satin pumps have been 
noted worn with very elaborate, very decollete ball 
gowns in white, in rose or emerald green brocaded 
in metal. 

For Evening Wear 


Black satin evening slippers are featured with 
toe embroidered in brilliant colored wool and 
wooden bead embroideries by some of the more ex- 
clusive boot makers here. Black patent leather 
strap slippers and slippers in tongue styles with 
complicated stitching in multi-color effects are also 
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shown, but these are very seldom worn by the well- 
dressed women. 

Laterly slippers tied with a ribbon bow over the 
instep have been noticed. 

Madame Simone Le Bargy wore a Hellstern slip- 
per in brown satin with brown satin ribbon bow 
at the instep in the play “Le Passé,” which was 
given at the Comédie Francaise. A slipper very 
similar in style was again seen worn at the Long- 
champs races. The majority of the high class French 
shoe makers, however, continue to indorse the sandal 
strap slipper effects. 





CORDOVANS FOR FALL 
A Smart Leather in Available Supply 


Cordovans for men show possibilities for fall. 
Consider them. 

Supplies of genuine cordovan shells have in- 
creased. Prices of them have dropped. 

The U. S. Census reports show that in 1914 tan- 
ners handled less than 1,000,000 “sides” of horse 
hides. In 1919, they handled nearly 3,000,000 
“sides.” The number tripled. 

The census figures are a bit puzzling, for horse 
hides are usually handled in “shells” and “fronts,” 
and not in sides. However, the production of horse 
hide leather has increased and cordovan leather 
has become a factor in the style situation of to-day. 

Cordovan shells having dropped in price and in- 
creased in quantity, manufacturers will be able to 
put onto the market more cordovan shoes at popu- 
lar prices. And more men, appreciating good shoes, 
will feel that they can afford them. 

Cordovan is not only a handsome leather, but it 
takes and holds a beautiful finish. 








TELL THE FARMERS THE 
TRUTH 


Cattle Sold on “Beef Value” so 15% Duty 
Would Benefit Packers and Not Farmers 


By Frank P. Meyer, Before Illinois Shoe Retailers Associa- 
tion. 


The most important question for consideration to- 
day is that of the proposed 15 per cent import duty 
on hides. I believe it the duty of this body to go on 
record as opposed to the passing of this proposed 
measure. 

The basic proposition of this measure is protection 
of our farmers. If this measure would protect the 
farmer or afford him an extra income, I surely would 
not oppose it, but such is assuredly not the case. If 
our farmer raised cattle for their hides and marketed 
sthem in competition with foreign hides then I would 
say bring on the 15 per cent duty, but the farmer 
rates his cattle in “beef value,” and sells the very 
greater per cent of them as beef to the packers. 


Who Gets the Hide Price? 


Statistics show that over 75 per cent of all beef 
hides are removed by the packers. A poor beef, steer 
or cow, can have as good a hide as a good beef steer, 
or cow. The farmer gets the beef price and not the 
hide price. The packer is the boy who gets the hide 
price, and it is he who will get the big benefit from the 


proposed 15 per cent duty, as of course the domestic 
hide will bring the same price as the imported plus 
the proposed 15 per cent duty. Now if there is any 
one among you who thinks the meat packers of this 
country have been making too little money, and need 
that 15 per cent protection, and is willing to afford 
it them out of his own pocket by paying an increased 
price for the leather in his shoes let him stand up. 
Personally I am irrevocably against the proposed 
15 per cent duty. I want free hides and I shall tell 
my congressman the same. ‘ 
Moreover, the greater part of the skins for our 
lighter leather such as goat skins, fine kid skins, etc., 
never have and never will be produced in this coun- 
try and to place an import duty on them would serve 
only to raise the price of shoes right at a time when 
the public, the press, and even the shoe retailers are 
demanding a lower price. Such action is reactionary. 


(Continued from page 45) 
For Children 
Size of ° Size of 
Hose Shoes Age 
3 to 6 months 
1 year 
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Western Section—E. C. Logan, Editor 
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A Pageant of Progress 


Vice-President Coolidge enunciated a great 
truth when he said, “We build the ladder by which 
we rise and mount the summit round by round.” 
Action is the child of thought and every deed com- 
mitted has first been conceived in the mind. 

It is a long stride from the cabin built on the 
bank of the Chicago River by Mr. Kinzie, which 
marked the beginning of fur trading to the domi- 
nant position of the present Chicago Fur Market. 
But even Kinzie’s Cabin was a forward aggressive 
step. 

From a small smoke house devoted to convert- 
ing raw skins into leather to the immense tan- 
neries of Chicago and the Middle West is also a 
development that one contemplates with wonder. 

The original passenger train of the New York 
Central Railroad with its dinky little engine that 
is now hauled around on a motor truck and the 
stage coach-like passenger conveyances which 
seated seven or eight passengers and carried the 
baggage on top, are mere toys as compared with 
present day railway equipment, and yet, 90 years 
ago when this outfit made its initial run it was 
a world wonder. 

Somebody built a bigger boat than Mr. Kinzie 
and expanded trade beyond his fondest dreams. 
Thus the Pageant of Progress wended its way in 
the fur industry. 

The itinerant shoemaker established a shop 
and that shop grew into a factory. The factories 
multiplied and the demand for leather increased 
until the great tanning industry has taken a fore- 
most place among the wonderful industries of the 
country. 

DeWitt Clinton performed a world service when 
he put the original passenger train into commis- 
sion, but other men with bigger visions and higher 
aspirations followed him and added more rounds 
to the ladder and mounted higher and higher in 
railroad achievements. 

The DeWitt Clinton method of railroading was 
not a success so far as its individual effort was 
concerned, but the industrial history of the world 
is full of achievements and successes builded upon 
apparent failure by the ingrafting of some new 
thought, idea or plan into the original conception 
of the inventor. 

The industrial business of the country and the 
world is in the doldrums. In each industry men 





put up the wail that somebody is blocking their 
game. If some other man or some other industry 
would only move then “I could move and give em- 
ployment to more men and buy more materials 
for my own business.” 

The whole industrial world seems to be waiting 
and looking for an inspired Moses to rise up and 
lead the way to the Promised Land. It is up to 
each individual man, firm and corporation to build 
their own ladder and mount upward by their own 
efforts. There are, as a matter of fact, thousands 
of small Moses’ now leading their individual busi- 
ness through the wilderness and many of them 
have already pitched their tents on the other side 
of Jordan. 

The Pageant of Progress staged on the Munici- 
pal Pier of Chicago has revealed many such in- 
stances. These men are building their ladders and 
mounting round by round. Quietly and unob- 
strusively they have mapped out their courses, 
marshalled their forces and are moving forward. 
The inspiration of these successful leaders is sure 
to be caught by others. A better mental attitude 
is engendered, confidence is gained and business 
will move on apace. 

A leading shoe retailer of Chicago has actually 
done forty per cent more business figured in dol- 
lars during the first seven months of 1921 than 
during the corresponding months of 1920. The 
actual profit in dollars has been far below the 
figures of last year but this man is building for 
the future. He is gaining customers and is gain- 
ing the goodwill of those customers and upon this 
goodwill he will cash in as time goes along. He 
is supplying his own inspiration and working out 
his own problems as every individual concern must 
do and not depend upon the Government, the 
Chamber of Commerce or some outside institution 
to do these things as a public benefactor would 
do them. 

Every community could well afford to stage a 
Pageant of Progress and show to the people of that 
community and to the world that they possess con- 
fidence in their own individual business and create 
a demand for more of the product made and mar- 
keted in that community. . 

The inspiration thus gained is sure to result in 
an enlarged buying and a wider market for the 
products produced. 
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Michigan Merchants Planning Retailers 
Convention 


September 12th, 13th and 14th at Hotel Statler—Big Style Show Planned 


“This is going to be a retailers’ convention,” is 
the way Thomas J. Jackson, president of the Michi- 
gan Retail Shoe Dealers’ Association emphasizes the 
fact that the State convention to be held in the Hotel 
Statler, September 12, 13 and 14, is being promoted 
for the benefits of the retail merchants who compose 
the membership of the association. The wholesalers 
and manufacturers have rightly frowned upon sup- 
porting conventions of this character, so the officers 
and directors determined this year to run their own 
show—and it is to be some show. 

To prove that they do not under-rate the value of 
the convention as a season for buying, the sessions 
are being arranged for the afternoons, so that manu- 
facturers who exhibit samples in Detroit during the 
time of the convention may do so in the morning 
hours without interruption. Announcement will be 
made to visiting shoe merchants as to the location 
of all sample rooms engaged at that time. 

Steven J. Jay, chairman of the program committee, 
is lining up a list of speakers who will give practical 
talks on subjects that will interest retail shoe mer- 
chants. The speakers are all practical men and the 
talks will be educational as well as interesting. An 
attempt is being made to secure speakers from every 
branch of the shoe and leather trade, from the tan- 
ner to the retailer. Among those who have already 
signified their intention to take part in the program 
are A. W. Donovon, E. T. Wright & Co.; C. K. Chis- 
holm, Chisholm’s Bilt-Well Boot Shops, Cleveland, O.; 
Nicholas Schorn, general manager Carl Schmidt & 
Co.; Jas. P. Orr, Potter Shoe Co.; William Pidgeon, 
Jr., retiring president of the New York Retail Shoe 
Dealers’ Association; David T. Friday, Professor of 
Economics, University of Michigan, and others. 

A wind-up banquet will be given Wednesday eve- 
ning at which a prominent banker will discuss the 
financial out-look as it relates to retail business. 
There will be the usual musical entertainment and 
other speakers as well. 

Thomas Meath, chairman of the Style Show, is plan- 
ning big things in an effort to make this a genuine 
benefit to the merchants attending the convention. 
If the present plans carry through the Style Show 
will be held in one of the down town theaters and 
will be given during the three days of the convention. 

The Detroit Journal has arranged to cooperate 
with the shoe merchants in an effort to find the most 
perfect four B foot in Detroit. It is expected to em- 
ploy in the neighborhood of thirty models selected 
from entrants to the 4 B contest. These will be 
presented to the public in relays so that ample time 
will be given for the models to change costumes. 
Mr. Meath stated that the Style Show was designed 
to educate the shoe merchant as to the styles that 
will prevail in Detroit, as well as to teach them how 
to determine the proper style for various costumes. 
The committee aims to show: 

1, The prevailing styles for fall and winter. 

2. The styles to wear with different costumes. 

8. The proper matching of shoes and hosiery. 


4. The prevailing styles in children’s shoes. 

The styles of shoes shown at this Style Show will 
be selected from the stocks of the Detroit merchants. 
No special styles will-be introduced from outside 
sources. 

A Style Committee will be appointed for the pur- 
pose of securing the consensus of opinion of the 
merchants present as to the styles favored most for 
fall and winter. 

Shoe merchants attending this convention are 
urged to bring their wives and sweethearts, as the 
ladies are to be entertained as only visitors to Detroit 
can be entertained. 

J. E. Wilson, Walk-Over Stores, advises all intexd- 
ing to attend the convention to notify him and make 
reservations as early as possible. 

Officers and chairmen of committees who are work- 
ing night and day to make the coming convention of 
the Michigan Retail Shoe Dealers’ Association a 
success: 

Thomas J. Jackson, president, Michigan Retail 
Shoe Dealers’ Association; Owens, secretary Michi- 
gan Retail Shoe Dealers’ Association; J. E. Wilson, 
chairman Reservation Committee; Thomas Meath, 
chairman Style Show Committee; Steven J. Jay, 
chairman Program Committee, and Clyde K« Taylor, 
president Detroit Retail Shoe Dealers’ Association. 


RETAIL SALES COURSE PLANNED 


To Be Worked Up Under Auspices of Associated 
Advertising Clubs 


New York, Aug. 8—One of the educational activ- 
ities of the Associated Advertising Clubs of the 
World calls for extensive work for the education of 
retail sales people. The basis for this work will be 
a book by Ruth Leigh, who has a national reputation 
as a writer on this subject. Miss Leigh will prepare 
a booklet showing teachers how to base a course of 
fifteen lessons on the book, and the course will treat 
of every important phase of retail salesmanship. 
Miss Leigh’s book, which is being revised, will be 
published by the Associated Clubs. The plan calls 
for the selection, under the direction of the local 
advertising clubs, of a suitable instructor in each 
store where the course is to be given, and it will be 
suggested that ten or twelve pupils form a class. 
This book, “The Human Side of Retail Selling,” has 
been selected for the work after an exhaustive study 
of the field of such literature. 

Such educational work is a departure in the edu- 
cational work of the advertising association, but 
has been adopted as the result of a resolution adopt- 
ed at the Atlanta Convention based upon a frequent- 
ly voiced desire for such instruction both from re- 
tail merchants and manufacturers. Few stores, aside 
from the largest department stores, have facilities 
for constructive or thorough educational work, yet 
the whole system of distribution or standardized 
merchandise must depend, in the end, upon the re- 
tail sales person. Pt 
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The Ad Man As a Character 
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How One Shoe Store Humanized 


told members of the Louis- 
ville Advertising Club when 
he spoke at a recent meet- 
ing. 

Crutcher & Starks de- 
pend almost wholly on 
newspaper advertising, and 
being large advertisers, 
their experience has taught 
them ‘some valuable lessons. 
After years of experiment 
the company has evolved 
during the past five months 
the most successful retail 
advertising that it has ever 
done. 

“You’ve got to be differ- 
ent,” says Mr. Burton, and 
he followed his own advice 
before he gave it. “If your 
advertising is not different 
from the other fellow’s, 
newspaper readers will 
miss it. You must be indi- 
vidual, so that the public 
may recognize your adver- 
tising just as your friends 
recognize your face when 
they meet you on the street. 
If your face and everybody 
else’s face. were alike, no 
one would know you from 
anybody else. 

“Unless you are individ- 
ual — distinctively individ- 
ual, as the cigarette adver- 
tisements say—you will be 
passed up. Be different— 
attractively different—and 
you will be watched for. 
The average newspaper is 
filled with advertising that 
presents the same appear- 
ance to the reader. For all 
your contriving with type 
styles and sizes, about the 
only difference he sees in 
advertisements is in the 
signature cuts, and he has 
looked at them so long that 
they are usual, and there- 
fore unnoticed.” 

Crutcher & Starks have 
attained this individuality 
in advertising simply by 
letting the advertising man- 
ager be human, by present- 


“There is only one medium to pull business quickly— 
newspaper advertising,” Granville L. Burton, vice- 
president of Crutcher & Starks, Louisville retailers, 





Their Advertising and Boosted Sales 








Our 50th Anniversary 


The World’s Finest 
Shoes For Men 


Do you notice the cake knife sunk deep into this beautiful slice 
of cake I’m handing out today in celebration of our 50th Anniver- 
sary? And do you notice how pleased I am to do it? Well—here 
goes— 


Hanan Oxfords for Men 


$Q75 


We have managed to secure for our 50th Anniversary Jubilee 
about 500 pairs of genuine Hanan Oxfords, all leathers, in black and 
tan. The lots are somewhat broken, but all sizes are represented. 
The man who knows will buy several pairs at this price: 


This Seis oe Value Fairly Represents The Extreme 


Economies Are Being Afforded At Our 50th Jubilee 
—THE AD MAN, 
Tie Store of Standardized Valeres 
@urcnzreStarks 
FOURTH AND JEFFERSOM 


Granville ?? Burton E Ions 








ing him to the public as a personality. Their ads are 
not mere statements to the effect that “to-day we have 
such and such articles at such and such wonderful 


prices, and you will miss 
something if you don’t get 
in on this,” and that sort 
of thing. “The Ad Man,” 
a creation of Granville L. 
Burton, is a real, honest to- 
goodness human being, 
such as any man you might 
stop to talk to on the street, 
the only difference being 
that The Ad Man, in order 
to talk to a lot of people at 
a time, talks through the 
newspapers. 

He’s a queer looking in- 
dividual, as depicted in the 
cartoons run at the top of 
Crutcher & Starks’ ads 
every day. He has eight 
long hairs sticking straight 
up from the top of his head, 
one tooth, and a grin as 
wide as his egg-shaped 
head. He is drawn by 
Wyncie King, who has the 
reputation of being the 
foremost caricaturist in 
the country. He is The Ad 
Man. And he doesn’t sim- 
ply appear. He’s always 
doing something. If he re- 
mained stationary, the pub- 
lic would become accus- 
tomed to him, the unusual 
would become usual and the 
extraordinary be ordinary. 

He does unusual things. 
A few months ago he 
pulled one of his very best 
stunts. He assumed the 
réle of school teacher and 
undertook to tell the public 
what a herringbone weave 
is. He held a pointer in 
one hand the skeleton of a 
fish in the other. The head 
and tail and the backbone 
with the little bones 
branching off in V-shaped 
fashion constituted the fish. 
Holding it by the tail and 
pointing to the V bones, 
The Ad Man said below, 
“This is a herring bone,” 
in the manner of the first- 
grade teacher. Then he 
added, “The poor fish sup- 
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plied the ‘motif’ for one of the most popular weaves 
of the season.” It got over big. Herring bone was 
the fashion, all right, but the public didn’t know what 
a herring bone was. And besides being educational, 
the ad brought a laugh, which is the nail that makes 
the idea stick permanently in the mind. 

At the present time, The Ad Man is cutting the Fif- 
tieth Anniversary Birthday Cake of the store. Every 
day he offers a newly cut slice. One day it’s Hanan 
shoes, the next day Manhattan shirts, and so on down 
the line. The cut is two columns wide and ‘is usually 
followed by copy two columns wide and half a column 
in length. The entire ad is three-quarters of a column 
in length. 

The Ad Man’s copy is personal chatter. It makes 
pleasant reading. And he.takes the position that he 
is the go-between between the store and the public. 
He is the public’s attorney for the plaintiff and pre- 
sents the case to The Boss. He talks about the store 
much as an enthusiastic outsider would explain its 
virtues. He assumes a confidential tone; not an oily, 
ingratiating accent, but a just-between-you-and-me- 
and-the-gatepost attitude. He talks to you about The 
Boss frequently. “I told him he ought to knock an- 
other fifty cents off those oxfords, and _he said he 
didn’t think I could sell enough of ’em to justify it. 
But I told him I could and so he came down. And 
now you folks have got to back me up.” 

Or, “Ferrell Burton was down in Baltimore the 
other day and happened to run on to a bunch of straw 
hat orders that had been canceled and left on the 
manufacturers’ hands. So he was offered a pretty 
good price on ’em and he took ’em. We can offer them 
at such-and-such price and still make a profit.” This 
ad was run during the racing season and had the head- 
line, “I’ve got a straight tip on a sure winner,” just 
as if The Ad Man had some inside dope on the Derby. 

When he cut the first slice of the Fiftieth Anniver- 
sary Birthday Cake, it was labelled “Wash suits,” and 
below The Ad Man said, “Now children, you’re the 
first to get a hunk. It’s only natural that we should 
satisfy you first to keep you quiet—and relieve your 
curiosity.” Further down he said, “Big boys from 
6 to 18 years that have grown out of the cute age— 
listen here!—when I cut, I cut!” 

He tells the public just why he is able to make his 
offers. He doesn’t pull any of this “I’m the most 
patriotic man in town and I’m going to start the 
downfall of the high cost of living by being altruistic 


and cutting prices for your benefit.” The Ad Man ad- 


mits that he is in business to make a living for him- 
self and family, and that his idea of the way to make 
money is to sell goods at a profit. The public knows 
this, but after listening to the patriotic declarations 
of other merchants for the past few months claiming 
that their.only purpose in life is to force the cost of 
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living down, it is a welcome relief to hear one’ man 
among a thousand admit that he’s trying to make 
money. 

Neither does the line of advertising confessing that 
you are overstocked as a result of bad judgment and 
are being good enough to “take your losses” get over 
with the public, in the opinion of Mr. Burton. This 
sort of advertising only wins the contempt of the con- 
sumer, he says. When a man makes a mistake he is 
supposed to pay for it, and parading your pseudo- 
virtue in paid newspaper space is not a relished diet 
for the public. 

The Ad Man goes about it in a more pleasant and 
more effective way. The first day he appeared with 
the birthday cake he said: “Fifty years is some age 
for a store to brag about—and in these summer days, 
when every ad man is casting about for a good reason 
to pull something ‘hot’ in the nature of a ‘sale’ to 
crowd the emporium—why we just naturally couldn’t 
overlook this Golden Anniversary opportunity.” 

He puts in little personal touches that add to the 
confidential tone of the ad and make it more human. 
The other day he put some shirts on sale. “You can 
see them in the Fourth Avenue windows,” he said. 
“The window man was up all night fixiig them up.” 

A few weeks ago he had a lot of oxfords that he 
put on at $8.50. The price was set right in the mid- 
dle of his copy in 96-point.type. At the bottom of 
his ad he put a postscript: “P. S—I made that $8.50 
price mark so. big because these oxfords are the dog- 
gondest values I’ve had ‘the privilege: te ‘write about 
in some time.” 

He always signs his ads in 12-point, much as if he 
were signing a personal letter to his reader, ‘The 
Ad Man.” This is*folldwed by the usual signature 
cut of Crutcher & Starks. 

He often includes confidential details of the com- 
pany’s business. For instance, “The Vassar-Swiss Un- 
derwear Co. takes a great deal of pride in the Crutcher 
& Starks ‘account’ because we sell more than any 
concern in the South. 

“When they heard about our Fiftieth Anniversary 
party they sent us 200 dozen athletic suits with which 
to ‘celebrate.’ ” 

“Ask any policeman,” challenges The Ad Man in 
to-day’s paper, “where you can find the two good 
stores for men that carry the most comprehensive se- 
lection of Manhattan shirts.” Below, just above his 
signature, he says, “If you’re a stranger in town ask 
the official greeter at your hotel, the house detective, 
the bell hop or any Brown Taxi driver.” 

Granville Burton has figures to show that in spite 
of the adverse conditions prevalent during the past 
year the profits and the volume of business of the 
firm have increased steadily during the past five 
months while The Ad Man has been on the job. 








SLIGHT IMPROVEMENT IN BUSI- 
NESS ACTIVITY 

The conviction that retail shoe 
trade in Milwaukee in the coming 
fall will be at least as active and 
probably more so than a year,ago, is 
growing, as the result of the. degree 
and scope of interest manifested this 
early in the merchandise for the new 
season. Goods are now arriving in 


Milwaukee 


quantity and, despite the fact that it 
is only the beginning of August, the 
movement is relatively excellent. In 
fact, some stores already have been 
compelled to reorder, although this 
necessity has. arisen mainly because 
original requisitions were of a con- 
servative nature, . 

Good business probably will be con- 
fined mainly to the higher grade and 


high priced lines, which for about a 
year have established a steadier pa- 
tronage following the practical elim- 
ination from the top level market of 
a large number of girls and young 
women who, during and after the 
war, earned abnormally high wages 
and were quick to spend them for ap- 
parel of all kinds. This class of buy- 
(Continued on page 77) 
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In Central Park, too—where New York’s Society 
promenades, motors and drives, the smartest 
costumes receive their finishing touch, this 
season, from shoes of Sterling Patent Leather. 
A wide variety of styles and each one charming. 


Sterling 


Sterling Colt Sterling Hid 


BRISTOL PATENT LEATHER COMPANY --~ BOSTON, MASS. 
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“BRESMACK” 
AHEAD OF THE STYLE CLOCK 





“THE LOUISE” 


The latest novelty in the “‘Bresmack"’ Process line of high-grade specialty 


footwear for women. 


BRESNAHAN-MacLAUGHLIN SHOE CO. 
LYNN, MASS. 


MANUFACTURERS OF HIGH-GRADE McKAY SHOES FOR WOMEN 
BOSTON OFFICE, 183 ESSEX STREET. H. P. LEIGHTON in charge 
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That LAST Part 
of Your Stock 


What you can do with it 
determines your profit or loss 


For you who retail women’s shoes, who know how quickly 
they can be robbed of their salability by a sudden change 
in style, there may be a shock—and a merchandising 
secret worth hundreds of dollars—in this homely story 
of a wise old grocer’s. 


“Suppose I buy ten apples at 3 cents each, intending to 
sell them at a nickel apiece. I must sell six before I 
have a chance to make a cent; must sell six to get my 
thirty cents back. 


S 
! 
. 
. 
. 


“Then suppose I don’t sell them fast or that ten was more 
than I should have bought. Spoilage starts and I sell 
the remaining four at cost. I’ve actually lost money in 
spite of the fact that I sold most of my stock at a profit 
price, for certainly it cost me something to do business. 


“It’s the last part of the stock that holds the profit or loss 
for a merchant.” 





Where it hits the shoe merchant 


You bought women’s shoes months ago, got them six or 
more months later—and presently the styles started 
going out. Today you’re clearing away the left-overs 
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and surplus stock—just breaking even maybe on the 
sales. 


How much better for you if you had had those models 
three months nearer the time you bought; if it hadn’t 
been necessary to guess on quantity, too, so far ahead! 
The profit-eating left-overs just “wouldn’t have been.” 


That’s exactly what the Red Cross Shoe All Year Selling 

Plan offers you. An opportunity to choose from the 

latest developments in the mode and to get your shoes 

in sixty or ninety days as you wish. To buy often and in =e 
such quantities as prevailing. conditions warrant. To 

keep fresh merchandise coming in at frequent intervals, 

creating new interest, spreading your season of profitable 

selling to twelve months in the year. 


Your judgment says 
“Look into this” 


One of our representatives is not far from you now with 
samples of last-minute creations for near-future retail 
selling. You should see them, and find out how you can 
so completely meet your needs out of this one line of 
women’s shoes that the All Year Selling Plan will work 
for you practically throughout your women’s stock. 


Your judgment says “Look into this.” Do it. Write 
or wire us today! Your only obligation is to yourself. 


¢ 
| a ee A TE a el a a | | | 


The Krohn-Fechheimer Company 


951 Dandridge St. Cincinnati, Ohio 


No. 15 in a series of advertisements on the “All Year 
Selling Plan.” Look for the next one—next week. | 
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America’s Great Surplus and 
The American Merchant Marine 


America is_ today 
equipped to make more 
goods than she can use. 
National prosperity de- 
mands an outlet for these 
goods, and an outlet un- 
hampered by shipping re- 
strictions of any kind. 


So to all American busi- 
ness men, distributors as 
well as makers of goods, 
buyers as well as sellers, 
the development ‘of the 
American Merchant Ma- 
rine is a vital question. 


Your success, no matter 
what your business, is 
wrapped up in the Mer- 
chant Marine—for Amer- 


ica’s prosperity is your 
prosperity; and your suc- 
cess is America’s. 


The vessels of the Ameri- 
can Merchant Marine 
reach the ports of the 
world. Whether you buy 
or sell in foreign markets 
you can better your ship- 
ping service _by using 
American ships to carry 
your goods. 


In your contracts specify 
F. O. B. American Ship, 
Foreign Port. When you 
ship abroad send your 
goods C. |. F. Foreign 
Port—and send by Amer- 
ican Merchant Marine. 


U. S. SHIPPING BOARD 


WASHINGTON, 


D.C. 


For sailing of passenger and freight ships to ail 


parts of the world write Division o 


f Operations, 


Trafic Department, U. S. Shipping Board Emerg- 


ency Fleet Corporation, 


Washington, D. C. 
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SAILING DATES 


To All Parts of the World 

Key number beside ship’s mame indi- 

cates operator shown bottem ef column, 
EUROP 


mygtegee and London. From New 
ork. 
September 20—Old North State (159). 
September 6—Centennial (159). 
Bremen and Danzig. From New York. 
August 30—Hudson (159). 
September 


fk 
ae 
1 


2 ee, 


7—Susquehanna (159). 
September 22—October 20—Potomac (158). 
Naples and Genoa. From New 
Pocahontas (159). 
Plymouth, Cherbourg and Bréhien. 
From New York. 
August 27—September 28—America (159). 
Sept. 3—October 4—George Washington (159). 
SOUTH AMERICA 
Rio de Janeiro, Montevideo and Buenos 
Aires. From New York. 
August 3l—Southern Cross (91). 
FAR EAST 


Honolulu, Yokohama, Kobe, Shanghai, 
Manila, Hongkong. From San Fran- 
cisco. 

August 30—Hoosier State (105 

Yokohama, Kobe, Paes, Hong- 
kong, Manila. From Seattle. 
September 17—Silver (106). 


80 Matson 9 viga 


t., San F 
26 S. Gay St., Baltimore, Md. 
91 Munson Steamsnip ne 





105 Pacific Mail S. S. Co. 
10 Hanover Square, 4 York. 


en 5625. 

th Bldg... Seattle, Wash. 

159 U. 3 Mail 8. S. Co., inc. 
45 Broadway, New York. 
Tel., Whitehall 1200, 
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Friendly Warning 


So that there may be no misunderstanding, we wish to warn the trade in 
general that the RAMSEY PATENTED PROCESS SHOE is patented in 
the United States Patent Office under No. 1333995 and in the Patent Office 
of the Dominion of Canada under No. 21039. 


We will not hesitate to protect our property rights in the RAMSEY 
PATENTED PROCESS SHOE wherever and whenever we find violations. 


E. J. Ramsey Company is the sole manufacturer and patentee of the 
Goodyear Double stitched with Welt Stitchdown shoes. 


This product can only be bought from them or from their appointed agents. 


Attention, Jobbers and Retailers 


Please note that the law holds you equally responsible if you buy or sell an 
infringing article 


RAMSEY’S PATENTED PLAY SHOES 
THEY CANNOT RIP 
GOODYEAR DOUBLE “ici WEL 
967 ATLANTIC AVE. E. i RAMSEY CO. BROOKLYN, N. Y. 
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40% to 50% Below Regular Prices 


The Prices are so low, it will pay you to buy these 
Shoes even if you have to carry them over. 


Patent Leather Scout Oxford, Oak Sole 


SPECIAL PRICE REGULAR PRICE 


5 to 8 814 to I1 11Yy to 2 5 to 8 8Y4 to 11 11% to 2 
$ .50 $ .60 $ .70 $1.00 $1.15 $1.35 


PLUG OXFORD 


Ladies’ Cherry Chrome Plug Oxfords, Oak Sole, Outside Rubber Heel 


SPECIAL PRICE REGULAR PRICE 
2 


Make no Mistake—These Shoes are not the Double Stitched 
Patented Process Shoes. They are Ordinary Stitchdowns — 
Goodyear Stitched with Welt 





_ieee, neem one eens 
THEY CANNOT RIP 
GOODYEAR DOUBLE “Wm 


967 ATLANTIC AVE. E. J. RAMSEY CO. BROOKLYN, N. Y. 
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p to date Shoe Stone 


ave Individual Chairs, | 


RE YOU, as a itailer of shées, putting that something 
called the “Know How”’ into your business, which places 
_you in the front rank of shoe merchants? 


You have probably asked yourself ifthere inating Po 
can add to the ‘‘ atmosphere” of your store that will be © 
appealing to your customers, that will send them on their 


way advertising you. 


We can help you in beautifying your store interior with 
chairs of seating comfort, with fitting stools to match. 


We put the ‘‘Know How” in chairs and stools that you do. 
in selling the man or woman of fashion the correct style 


in footwear. 


Aahotig our patrons are a iiabee of leading shoe dealers 
whoée stores receive publicity because of their handsome 


interiors. ‘ » 


‘We can, if you like, study your particular needs for new 
seating and make your store distinctive. 


a 
~ We invite you to submit your particular poem, ice : 


will receive the same careful attention we A dee to the 
nationally-known _ stores we serve. 
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ONCENTRATION of our efforts has en- 
abled us to offer that which the times and 
the trade require. 


°o °o °o °o °o 


—best quality of Stock with our Standard of Workmanship, 
at prices lower than could have been accomplished in any 
other way. 


°o °o °o °o oO 


We are also able to give quick deliveries on certain lines. 
But this is not in any way an in-stock proposition. 

















This illustration represents one of the styles that can be 
delivered promptly, in Gallum’s Black and Tan Russia Calf 






































FACTORY BOSTON OFFICE 
ABINGTON, MASS. 10 HIGH STREET 
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First Walk Flexibles 


Build Permanent Trade 





Helthy-Fut first walk flexibles have three outstanding features—real flexibility, 


the best soles we can buy and other material and workmanship of strictly top grade. 


Careful lasting assures neat appearance and ready salability. Put them on your shelves 


and the satisfaction they give your customers will bring them back to buy again and 
again. They are doing this for other progressive merchants. Why not you? 


Brown Kid Top 
Patent Vamp and Fox, brown kid top, but- 
tons to match. 
R9, including half sizes 1 to 5. peg ¥ - 
RHO, same with heel, 2 to 5 


All Black Kid 
R16, including half sizes 1 to 5.. .90 
RH16, same with heel, 2 to 5 $1. 


Matt Kid Top, Be Vamp and 


R10, including half sizes 1 to 5. as - 
RH10, same with heel, 2 to 5 


Pearl Kid Top 
Patent Vamp and Fox, pearl kid top, but- 
tons to match, 
R102, including half sizes 1 to +. .81.00 
RH102, same with heel, 2 to 5.... 1.10 


Washable Cabretta Top 
Patent Vamp and Fox. White washable 
cabretta top. 

R12, including half sizes - » 5. 7. 10 
RH12, same with heel, 2 t 20 


These styles in 
stock for im- 
mediate de- 


livery. 





Mahogany Kid 
Genuine mahogany kid, whole quarter, splen- 
did value, 
R26, including half sizes 1 to 5..$1.10 
RH26, same with heel, 2 to 5...... 1.20 


Brown Calf 
All brown calf, whole quarter, buttons to 
match. Mock heel. 
R29, including half sizes 1 to 5..$1.15 
RH29, same with heel, 2 to 5...... 1.25 


TOTO ROTO FOMORY 
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Here Is YOUR BUSINESS GETTER 


The Simplex Foot X-ray Machine 
Manufactured by 
The General Industrial X-Ray Co. 
Milwaukee, Wis. 





Operation as Practically no up- 
simple as turning keep after instal- 


electric light but- lation. Makes you 
ite money. 


Saves time of 


. your salespeople. 
Greatest aid to e progressive 


shoe sales ever dealer gets bene- 
made. 


Prices 








§.J. BROUWER SHOE CO. 


322 GRAND AVENUE 
MILWAUKEE June 22, 1921. 


General Industrial X-Ray Coe, Send your order 
Milwaukee, Wis. 


at once. 
Gentlemen: 


We have now had two of your Foot X-Ray machines for 
eeveral months, and the consensus of opinion of our department 
heads and sales people is that we do not know how we could get D li 
along without it, having once used it. It helps stop long ar- elivery 
guments with customers and helps make quick sales, as well as 
more correct analysis of foot conditions. 30-60 days 


Very truly yours, Gol 


E. H. KARRER CO. — 


Sole Distributors 
246 W. Water St. Milwaukee, Wis. 
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A Real Ankle Patch 


Another feature of leather-trim 
Keds that boys are demanding is 
the ankle patch. Made of sturdy 
double stitched leather, this rein- 
Aroays speck forcement gives the best possible 


SPRING-STE service. 
Rubber Heels 


when ordering Have you all the sufficient styles 
leather shoes- fl 
THEY WEAR LONGER and sizes to cover your boy demand 


—- for Keds with ankle patches? 














“Not all canvas rubber-soled shoes 
are Keds. Keds are made only by 
the United States Rubber Com- 
pany. Look for the name Keds on 
the shoe.” 


United States Rubber Company 






































August 13, 1921 


BOOT AND SHOE RECORDER 


Rubber Footwear Factories Busy 


Orders On Hand for All Rubber-Soled Footwear They 
Can Produce This Season—Big Mills Not Putting 
Merchandise Into In-Stock Departments 


Most manufacturers have sufficient 
orders on hand for all the rubber and 
canvas footwear they can produce 
during the remainder of the season. 
Orders have been slow in coming, 
however, and not as large as_ they 
have been in the past. The big rub- 
ber mills have found it feasible to 
make up footwear only on order 
which may be responsible for a short- 
age this winter. 

At the recent Style Show in Bos- 
ton rubber and canvas footwear 
formed a very notable feature. The 
great variety of rubber and fiber 
soled canvas shoes not only for sport 
wear but for heavy work service, 
hunting and many other uses were 
prominently displayed by the leading 
makers. In addition to this, some 
leading lines of footwear were shown 
carrying the sole made by one of the 
leading rubber companies for which 
great service is claimed. These shoes 
are made in the factory with this 
heavy rubber sole with strong and 
substantial bottom and inner sole un- 
derneath, giving it the support which 
has been lacking in some previous 
footwear with fiber or rubber soles. 


Growth of Heel Business 


The great growth in the rubber 
heel industry is indicated by the fig- 
ures which have recently come out of 
Akron which show that 100 million 
pairs of heels were produced in Akron 
alone during the 12 months of the 
past year. The same report states 
that although definite figures have 
not been given out, the sole business 
increased materially during the year. 
The largest company in this line of 
business in Akron 
received an order 
early in June 
amounting to 444,- 

000 soles from a 
chain store company 
in the East. 

Manufacturing 
sbusiness on storm 
footwear and ten- 
nis lines is virtually 
normal aside from 
the increase of out- 
ing goods which we 
have previously 
mentioned in these 
articles. 


Crude Rubber 


A decline of three- 
quarters of a cent 


Woman collecting rubber scrap from 

latex cups. The photograph also shows 

the way incisions are made in the bark 

of the rubber + ~ oe as to obtain the 
iquid. 


was noticed in plantation rubber last 
week with a weak undertone appa- 
rent. Purchases were on a smaller 
basis and holders were not disposed 
to meet the market. Quotations are 
nominal on futures with not much de- 
sire to trade. The closing prices at 
this writing were: 
Para—vUp-river, fine 

eee, coarse 

Island, fine 

Island, coarse 


Caucho, ball, upper 
Caucho, ball, lower 


Brown crepe, thin, clean 
Brown crepe, rolled 


A water buffalo hauling the ordinary type of freight cart in the rubber country 


*Esmeralda 
*Mexican scrap 
*Guayule, wet 
*Guayule, dry 
*Balata, sheet 
*Nominal. 


Scrap Rubber 
There is but a poor market at pres- 
ent. The reclaim market is feature- 
less and the output is largely cur- 
tailed. 


Boots and shoes 
Arctics, trimmed 
Arctics, untrimmed 








(Continued from page 44) 


“The domestic production of hides 
and skins yields enough to supply our 
leather industry with about 55 per 
cent of its cattle hides, 48 per cent of 
its calfskins, 30 per cent of its sheep- 
skins, and practically none of its goat 
skins. It is therefore quite evident 
that our tanners must obtain a large 
proportion of their raw material from 
such foreign countries as have a sur- 
plus for export.” 


The Story on Country Hides 


Another pamphlet that every mer- 
chant should have is Farmer’s Bulle- 
tin No. 1055, issued by the United 
States Department of Agriculture, 
Washington, D. C. It tells the story 
about country hides and skins and 
the skin curing and marketing of 
them. 

For merchants in the rural dis- 
tricts you hear the constant complaint 
that it takes five calfskins to make 
enough money to put on a pair of taps. 
This publication has the answer. 

We can also suggest the addition to 
the library of the late Paris Footwear 
Facts issued by 
Everett & Barron 
Co., Providence, R. I. 
The story is told in 
a four page circular 
and it is issued 
monthly. 

The growing in- 
terest of merchants 
in educational mat- 
ter, publications, 
etc., that can be used 
as supplementary 
text books in the 
store is to be com- 
mended. If any 
other subjects are 
up for discussion in 
the store conference 
the RECORDER would 
only be too glad to 
be of assistance. 
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BROOKLYN—AUGUST 30th 


Beginning at 10 A. M. August 30, 1921, the War Department will offer for sale by auction 
(reserving the right to reject any or all bids), merchandise of the following general description: 
Duck Sateen, Sheeting, Summer and Winter Underwear, Cotton and Wool Socks, Mackinaw 
Cloth, Venetian, Belts, Boots, Mocassins, Leggins, Overshoes, Gloves, Hats, Slickers, Towels, 


Shirts, Blankets, etc. 
Also a Considerable Quantity of Hose, Ration and Bacon Bags, Loops for Same, Knapsacks, 


Leather (Cut Stock). A Varied Assortment of Leather and Harness Supplies, Milk Cans, Can- 
teens, Canteen Cups, Helmets, Monkey Wrenches, Carpenters’ Braces, Steel Cots, Pickmattocks, 
Saws, Shovels, Rubber Hose, Screw Posts, Antimony, Steel Bars and “I’? Beams, Welding Electros. 
Subsistence Consisting of Apricots, Carrots, Cocoa, Coffee, Ginger, Pickles, Salmon, Tur- 
nips, Potatoes, Beans, Oleomargarine, Soups, Tea, Chocolate, Catsup, Syrup, etc. 
Samples will be on display at the Army Supply Base, Ist Avenue and 59th Street, Brooklyn, 


mi 
Some of the merchandise has been reclaimed. There is a considerable quantity of blankets, 
both new and reclaimed, which have been carefully inspected, rebaled and classified. They 
will be offered with the assurance that delivery can be made according to the classification given. 


Write for complete list of all items to be sold. Address 


QUARTERMASTER SUPPLY OFFICER 


Army Supply Base, 1st Avenue and 59th Street, Brooklyn, New York 





BOSTON—AUGUST 23rd 


Beginning at 10 A. M. August 23, 1921, the War Department will offer for sale by auction 
(reserving the right to reject any or all bids) merchandise of the following general description: 

Duck, Melton, Sateen, Sheeting, Webbing, Cartridge Belts; Small Quantities of General Sup- 
plies (Reclaimed) Consisting of Cleavers, Meat Grinders, Field Ranges, Boilers and Covers for 
Same; Blanketing and Cotton and Worsted Yarns. 

Horseshoe Nails, Bacon Bags, Leather (Cut Stock), Underwear, Socks, Leather and Harness 


Supplies, etc. . 
Samples will be on display at the Army Supply Base, Boston, Mass. 


Write for complete list of all items to be sold. Address 


QUARTERMASTER SUPPLY OFFICER 
General Intermediate Depot, Army Supply Base, Boston, Mass. 


NOTE: The merchandise will be offered in lots small enough to meet the requirements of the average distributor of a given 
commodity. 
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Leather Market Shows Improvement 


Aggregate of Orders Placed During Last Month Indicates 
Normal Business for Some Time—Prices 


So’ far as reports are concerned, the 
market with respect to leather and 
shoes is showing improvement. The 
practising of economies by the gen- 
eral public over a period of many 
months has not been without its dis- 
astrous effect upon an important in- 
dustry. But even with the strictest 
economies necessities must be even- 
tually purchased. Shoe supplies have 
been greatly diminished all over the 
country and the aggregate of orders 
placed during the past month indi- 
cate a normal leather business for 
some months to come. 

The stability of the market is 
shown in the fact that prices show 
virtually no change but tend to 
greater firmness. The activity in the 
raw material market continues with 
at least moderate trading in the vari- 
ous branches of the hide and skin 
market. Packers have rather aban- 
doned the idea of ‘trying to secure 
further advances and are rather slow 
to accept bids at the last sales. Tan- 
ners, however, would be willing to 
buy more hides and skins at the last 
prices prevailing. Sole leather prices 
are about at the lowest point that 
they have been within recent years. 
July was a better month than might 
be expected in view of inventories and 
vacations. The business averaged 
approximately 75 per cent in eastern 
markets. While there is a good steady 
business in most grades of light up- 
per leathers, the demand is not quite 
up with that for shoes. The best sale 
is enjoyed by kid and calf leathers 
with not so good business on side 
leathers, cabrettas and sheepskins. 


Calf Leather 


At the rate that some of our fine 
shoe factories are resuming opera- 
tions, there is likelihood for a con- 
tinued large demand for calf leathers. 
The best grades have been actively 
taken for some months but this 
should extend to the heavier and 
cheaper calf leathers during the fall. 
The best call continues for colors, al- 
though according to the style authori- 
ties, we may expect a large call for 
black calf during the remainder of 
the summer and fall. Prices range 
all the way from 40c. to 55c. per foot 
for the best calf leathers in colors 
with black 5 cents less and the lower 
grades range from 28c. to 35c. A 
good demand is expected for fancy 
black grain. 

Side Leather 


The aggregate of sales shows im- 
provement which will continue in pro- 


Show Firm Tendency 


portion to the resumption of business 
for the manufacturers of staple and 
heavy footwear. This also applies to 
veals, kips and elk leathers. Prices 
range from 22c. to 82c. for the me- 
dium and best selections of colored 
side leather with blacks usually 2c. or 
3c. less per foot per grade. There is 
some call for combination and bark 
tanned sides ranging from 14c. to 26c. 


Glazed Kid 


There is not much change in the 
glazed kid situation. It is one of the 
bright spots of the leather market. 
So far as demand is concerned there 
is no question and prices are main- 
tained although still on a high level, 
the best leathers bringing from 70c. 
to 80c. per foot and a small amount 
of very choice leather even higher. 
The range is still very wide with 
the raw material market gathering 
strength, and there does not seem to 
be much outlook for lower prices, es- 
pecially with the export duty which 


has been placed by India, preferen- 
tial with England and Canada. 


Patent Leather 


There is a good current business on 
the best patent sides. The best 
grades range from 35c. to 48c., 
snuffed grades range from 5c. to 10c. 
lower per foot. The combination uses 
for patent with other leathers have 
helped out tremendously in the im- 
proved call for patent sides. A better 
call has also been noted for the best 
grades of patent kid and colt. 


STARTING PLANT AT FREEPORT 


The F. L. Rogers Shoe Co. is start- 
ing to make women’s welt shoes in 
the factory at Freeport, Me. For- 
rest L. Rogers, who was until -recent- 
ly with Rogers & Briggs, Lynn, is 
head of the firm. Bernard Durgin, 
formerly of Liberty & Durgin, Haver- 
hill, is salesman. 








COMPARATIVE LEATHER AND HIDE PRICES 


Upper Leather (price per foot) 
Pre-War Peak 


e- 


Calf, suede, top grade 

Calf, smooth colored, top grade. . 
Calf, smooth, black, top grade .. 
Side leather, colors, top grade... 
Side leather, black, top grade... 
White buck, top grade ; 
Elk, heavy side 

Kid, colors, best fancy 

Kid, colors, top grade 

Kid, black, top grade 

Kid, medium, colors 

Kid, medium, black 

Kid, cheap 

Chrome patent sides 


To-day 
$1.40 a $1.50 $0.70 a $0.80 
1.40a 1.50 45a .55 


30 85a 


Sole Leather (price per pound) 


Hemlock No. 1 

Union 

No. 1 oak backs 

No. 1 oak bends, shoe mfrs.’ use. 
No. 1 oak bends, finders’ use.... 


33 56a 
Fae 
92a .95 
98a 1.05 

1.15a 1.25 


Raw Hides and Skins (price per pound) 
(1918 Av.) 


Native steers, as used in sole 
leather, harness, etc. ......... 
Heavy Texas steers, for sole 
leather ‘ 
Light native cows, for side upper 
eather 
Branded cows, 
leather ee 
No. 1 buffs, for heavy upper and 
side leather Fak 
No. 1 Chicago City calfskins, for 
fine calf leather ‘ 
Kips for upper leather 
B. A. hides, for hemlock sole 
leather 


for light sole 


a 


7. & 


18% 52a  .55 

18 ‘1 GO ee 

17% «ae 2 are | 
10a 

06% a 


15a 
12a 


17% ee ae 
15 45a .50 


17% 80a 1.02% 
16% 65a .80 


30 42a 46 eee 
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“Keeps Good Feet Good” 

















Model No. 347 (illustrated) is our New 
Black Kid Blucher, recently added to our 
‘Arch Preserver Line.”’ It can be had in 
widths AAA to E, size 5-13. This num- 
ber has been found one of the best lasts 


ever put in the “Arch Preserver Line.”’ 








Ready to ship $7.90 


at once 











Another New Arch Preserver Shoe. Stock 
No. 447, a Brown Kid Blucher, Ready to 














Ship September Ist. 


The steady demand for a longer line of Arch 
Preserver Shoes in Stock prompted us to add 
two new models on a toe similar to our 
Tremont Combination. 


It is. our belief that the Arch Preserver Shoe 
is the only shoe ever offered to the shoe trade 
that is anatomically and mechanically right 
for the perfectly good or normal foot wear. 
It is a regular shoe for regular feet and must 
not be classed as a cripple shoe. 


The Anchored Arch bridge construction of 
the Arch Preserver Shoe provides the only 
tread base which meets the specifications and 
demands of the foot, and which at the same 


Get Your Order in. 


time permits the making of shoes having a 
style and character acceptable by men of re- 
fined taste for use upon all occasions and for 


all purposes. 


It will reduce the average time consumed in 
fitting and selling a pair of shoes from 25 to 
50 per cent, provided the shoes are treated 
in the store as regular shoes and bought in 
leathers, patterns and sizes as regular shoes 
are bought. 


An order for Arch Preserver Shoes placed 
now means a start on a proposition that will 


pay big. 


E. T. WRIGHT & CO., Inc. 


ROCKLAND, MASS. 
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Still Buying from Hand to Mouth; 
Liquidation Running Its Course 


Little Change in Condition of Affairs from Last Week— 
Brooklyn Predicts Nothing New for Some Time— 
New York Merchants Cut Prices Heavily 


Mid-summer finds the merchants of 
the East and South still hesitant. 
They are not buying as might be ex- 
pected provided they have accepted 
the generally advanced theory that 
business will be given a decided stim- 
ulus this fall. 

News from the big retail centers 
east of the Mississippi River this 
week is to the effect that a waning 
demand for summer footwear is be- 
ing kept alive by price cuts—some 
large and some small, but all designed 
to move from the shelves the last 
pair of whites, combinations and 
light, airy footwear designed for wear 
during the hot months. 


Advance Buying Not Big 


News dispatches indicate that, 
while orders for staples are being 


placed more freely than a month ago, 


there is still room for improvement 
from the viewpoint of the manufac- 
turer who is accustomed to utilize this 
particular period getting ready to 
ship merchandise made up on orders 
received several weeks before. There 
is comparatively little advance buy- 
ing of novelties. 

Brooklyn, the women’s style center 
of the East, reports the factories 
fairly busy on orders for more or less 
rush delivery. Manufacturers in that 
part of the country feel convinced 
that strap models will last through- 
out the fall and, perhaps, the early 
winter. Farther than that they do 
not care to look ahead. Admitting 
that they have nothing new planned 
or under way, nevertheless they have 
a feeling that some new creations 
may be good business before next 
spring. Haverhill and Lynn factories 
are busy with the manufacture of a 
similar type of footwear— strap 
pumps and welted oxfords. Novelties 
there are, of course, but the general 
rule is that the two types mentioned 
are in the decided majority. 


Price Cuts in New York 


Significant of the temper of the 
buying public is the type of retail 
merchandising being practiced just 
now in New York City. Drastic price 
cuts have been resorted to in order 
to move apparently somnolent dollars 
from the consumer’s purse to the cash 
drawer of the merchant. 


Hand made shoes, in one case, have 
been offered at as low as $7 a pair. 
Few fall styles have been shown other 
than the more or less freak “fur” 
shoes, displayed in conjunction with 
midsummer fur sales by some of the 
larger stores. 


Other sections of the country have 
not met with this condition. At least 
it has not been so severe and the 
August sales records are apt, in some 
instances, to show an increase over 
the preceding month and even over 
the same month of last year. 


New York 


PRICE CUTS GENERAL 
Smaller Demand for Staples Than for 
Sports Styles 


Deeply cut prices continue as the 
chief features of the New York retail 
shoe market with the opening of Aug- 
ust. There appears to be little doubt 
but that the general public has been 
holding off in buying high grade shoes 
awaiting some such reduction. Des- 
pite the fact that low shoes are ex- 
pected to hold good thoughout the 
fall, there has been smaller demand 
for staple types in the clearance sales 
than for the strictly summer shoes. 
chiefly sports models. This, in the 
opinion of some trade leaders, indi- 
cates that consumers are in no mood 
to anticipate their future needs, but 
on the other hand, are determined to 
hold off filling their immediate re- 
quirements until the merchant, in 
order to move his stocks, is forced to 
cut his prices. With reduced price 
sales in practically all lines of mer- 
chandise, New Yorkers have been edu- 
cated to the bargain habit in the last 
month, and it is difficult to make a 
sale unless the article desired has 
been reduced in price, and the reduc- 
tion is immediately apparent to the 
consumer. 


Hand Made Shoes at $7. 


Some of the prices at which high 
grade footwear is being sold in New 
York, seem almost ridiculous in the 
face of manufacturers’ prices for fall 
merchandise. Brown-Clark, one of 
the exclusive shops on 57th street is 
selling “hand made shoes” at $7—the 
remnants of their spring stock. Hand 
made sports shoes are offered by this 
firm at $9.75. Many of the clearance 
sales inaugurated in July have been 
carried over into August, and the 
shoe trade in general is on a reduced 
price basis here. In view of the fact 


‘that fall models will show but little 


change in style from those being sold 
at present, a few merchants antici- 
pate some trouble in getting their 
normal profit when fall shoes are first 
offered to the public. 


Few Fall Hints Given 


As yet there have been only a few 
intimations as to what the retail 
merchants will feature for fall, so far 
as ultimate consumers are concerned. 
Franklin Simon & Company, James 
McCreery & Company, and Lord & 
Taylor have featured the new fur 
shoes in window displays, but have 
nct devoted advertising space to them. 
Lord & Taylor and McCreery fea- 
tured the shoes in connection with 
their August fur sales, and consumer 
inquiry has been strong. Only a few © 
pairs, however, have been sold so far, 
although the outlook, according to 
officials of the stores, is good. The 
shoes are made of the new American 
broadtail or baby lamb and come in 
several shades and styles. Brown ap- 
pears to be the color chosen by the 
shoe buyers as having the best pos- 
sibilities, although some of the grey 
tones match the grey broadtail fur 
garments that appear to have won 
a certain amount of popularity. The 
shoes are designed to be worn pri- 
marily with the tailleur furs brought 
out this season. White and black also 
are included in the color range. The 
shoes come in the plain pump as well 
as strapped models and in all cases 
have the shorter vamp and rounder 
toe, affected for the fall season. One 
of the stores, is offering the new 
shoes at $16.50 a pair. 


Men’s Shoe Prices’ Also Cut 


The cut price fever has invaded the 
men’s shoe field and serviceable and 
stylish footwear is being offered the 
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Where to Buy 


Women’s Shoes 

















THE WESTCOTT-WHITMORE CoO. 
Syracuse, N. Y. 


2 


In Stock Specialists of 
Women’s Shoes, Party 
Slippers and Novelties. 


Write for Catalogue 














Fine Chevrita Kid Hand 
Turned — Quilted 

Sock. Black 
$1.40, Red and 
Brown $1.50. 
2% to8. Wom- 
en's Fine Black 
Ballets. 





Bench Se 
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BOUDOIRS AND BALLETS IN STOCK 


Is 
wed Turns. 2% t $1. 
Same in Misses’ 11% z 1 -$1.50. 3% 10 daze. 
SHOE Co., Salem, New Hampshire 
















COLLINS & STAPLES 
Makers of HandTurnedLowCuts 
This style in stock. Blk. Sat. 
14/8 J. L. heel. ee sole leather 
counters and shan 
to 8. Widths ro Price $4.60, 

less 5% W days. 

118 Phoenix Row, 
« Haverhill, Mass. 
183 Essex St.,Boston 

Room 306 
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BLEECKER STYLES 


Are the last word in footwear 
for stylish women 











BOUDOIRS 
IN STOCK an ae 
Fine kid Boudoir 


Slippers for imme- 

diate delivery, made of best material obtain- 
able in Black, Red, Pink, Blue and Tan. 
Order sizes or case lots. Prices, Black $1. 30, 
colors $1.50. Terms 5% 10 days, net 380. 
SILVER SHOE CoO., Haverhill, Mass. 




















in Medium aan RN 
IGH GRADE 


Ne e pe 
dll style* made of Dome 


Imported Satin Brocadevand Metal Cloth. 








$229 per pairandup 


wist_M GUSTIN © 





NEW YORK 











INFORMATION fiz.=:. 


“Where to ye constitutes a 
source of knowledge so that he who 
runs ugh these pages may read 
—and learn. 
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male public at greatly reduced prices. 
Seotch and other grain oxfords: in 
wing tip, ball strap and perforated 
straight tips are being freely offered 
at prices ranging from $6.95 to $9. 
Bannister and similar grades are 
offered at slightly above $10 by sev- 
eral stores and in a few cases have 
fallen below this mark for special 
close-out lots. 
Merchants to Meet Sept. 19. 

The first fall meeting of the Retail 
Shoe Dealers Association of greater 
New York will be held September 19, 
and will take the form of a dinner 
meeting, such as closed the associa- 
tion’s activities last season in June. 
It is expected that President J. P. 
Orr, of the National Shoe Retailers’ 
Association will attend the opening 
fall meeting of the local association. 


Merchants Adopt Style Show Idea 


The shoe merchants are taking up 
the fashion show idea, and present 
plans call for some interesting devel- 
opments along this line with the open- 
ing of the fall season. Gimbel Broth- 
ers held an interesting fashion show 
devoted to “Keds” during the first 
week in August. The show was given 
for an hour in the afternoon on a 
special runway constructed in the 
store’s shoe department. Several of 
the children models who participated 
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in the recent manufacturers’ fashion 
show at the Commodore, appeared in 
the Gimbel show. In addition four 
adult models showed the latest fash- 
ions in “Keds” for grown-ups. The 
show attracted widespread attention 
and each show brought out a host 
of spectators who crowded the depart- 
ment. W. F. Sampson, head of the 
department, intimated that the fash- 
ion show idea may be used to inaug- 
urate the regular fall season. 


Bargain Shoe Section Opened 


On Aug. 8, Bloomingdale Brothers’ 
department store, Fifty-ninth Street, 
opened a bargain shoe section in their 
basement, in the space formerly oc- 
cupied by the grocery department. 
The’ new department carries men’s, 
women’s and children’s shoes at prices 
ranging from $4.00 a pair downward. 
The department will act as a manu- 
facturers’ and jobbers’ outlet, accord- 
ing to S. J. Bloomingdale, head of the 
firm. The Bloomingdale firm, which 
enjoys one of the largest popular 
priced patronages in the city, here- 
tofore has not had a bargain depart- 
ment, separate from the regular shoe 
departments such as many of the 
other department stores, notably 
Wanamaker’s and Gimbel Brothers, 
have maintained with success for 
many years. 


Brooklyn 


SHOE FACTORIES BUSY 
Manufacturers Believe Straps will be 
Good Through Fall— Change May 
Come Before Spring. 


Women’s shoe manufacturers in 
Brooklyn are so busy turning out 
merchandise for early fall delivery on 
orders already placed, that little or 
nothing has been done in the way of 
developing new styles. Consensus of 
opinion among the manufacturers 
here, is to the effect that the strapped 
models will carry through the fall. 
There is a feeling that straps have 
had such a long run, that some 
change may come before spring, but 
just what direction it will take has 
not been indicated, according to sev- 
eral of the leading style originators 
in this district. 

The longer skirts that are being 
shown by the leading costumers in 
New York, are being closely watched 
for developments that may be reflect- 
ed in shoe styles. If, however, skirts 
do not drop below the 8 to 10 inch 
limit established by most of the lead- 
ing dress and suit manufacturers, the 
shoe people feel that there will be 
little or no reaction from this end of 
the women’s apparel division on the 
shoe trade. 


Orthopedic Footwear Popular 
The last week or two have seen 


many new orders placed for boots 
in the Brooklyn factories. This is 
explained by the fact that retail 
merchants have allowed their stocks 
of boots, which always are worn by the 
older women and more conservative 
dressers, to run down. The boots 
called for now are of the staple, 
rather than the dressy style. Most 
of them call for leather heels and 
conservative lasts. Some orders for 
heavy welt walking boots are report- 
ed by several of the manufacturers. 

One of the outstanding features of 
the Brooklyn trade at present, is the 
great volume of orthopedic footwear 
that is being ordered. Several of the 
manufacturers who have been in this 
business for some time, report that 
orders are so great that some of them 
are passed to smaller manufacturers 
to be executed. 


Larger Factories the Busiest 


The revival in business has not 
been felt by some of the smaller man- 
ufacturers in the Brooklyn district, 
who report that orders are coming 
in slowly, particularly from New 
York City accounts. On the other 
hand the larger producers say that 
the buying on the part of New York 
stores in the last week in July was 
particularly heavy. Many of the late 
orders, however, called for staple 
high shoes and oxfords. “Our late ord- 








August 13, 1921 


ers,” said John Garside, of A. Garside 
& Sons, Long Island City “have run 
largely to staples. I do not think this 
a reaction against straps, however, 
but the result of low stocks of shoes 
which are alway good sellers, on the 
retailers’ shelves. As far as style 
is concerned, there is nothing at pres- 
ent to indicate any drop in the pop- 
ularity of strapped models. There 
may be a change later on, but it is 
difficult to tell what it will be. Straps, 
in my opinion will carry through the 
fall season. It would be a mistake 
to show any radically new styles at 
present, for the retailers have all 
bought their fall requirements pretty 
well by this time. A change in style 
naturally would depreciate the value 
of the retailers’ stocks and react on 
the manufacturers. 


Shoe School in Full Swing 


The shoe department of the voca- 
tional training school in which the 
Brooklyn shoemakers union and the 
Shoe Manufacturers Board of Trade 
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are co-operating is in full swing. The 
Federal Government has taken over 
the school for the summer, for the 
training of disabled soldiers. In 
September, the school will be turned 
back to the Board of Education, and 
high school pupils will be enrolled. 
H. A. Walters is instructor in pattern 
cutting, cutting and fitting. W. Mel- 
chore is taking care of the stock 
room instruction and bottom making. 


Walking Boots Are Stronger 


Late orders coming into the Kozak 
& McLaughlin factory have been run- 
ning larger in walking boots and ox- 
fords, according to Harry McLaugh- 
lin. “We are busy turning out one 
and two strap models in both welts 
and turns for fall delivery, and from 
all I can see these styles will be good 
right through the season. I do not 
expect the longer skirts to exert much 
influence on the shoe trade. The call 
for dress boots is extremely limited. 
Oxfords also appear to be good sellers 
for fall.” 


Boston 


WHAT OF FALL PRICES? 
Ten Dollars for Men’s Footwear, 
Slightly More for Women’s, Say 
Merchants 


It is the general consensus of opin- 
ion among the retail shoe merchants 
of Boston that $10 will be the most 
popular price for men’s shoes during 
the coming fall and winter; and that 
from $10 to $12 will be the most pop- 
ular price for women’s footwear. Of 
course, there will be exceptions to 
this general rule, depending on the 
class of customers catered to and the 
section of the city in which the store 
is located. The average, however, 
will be fairly close to the figures 
quoted here. 

Boston merchants have not done as 
much buying to date as has been 
done by merchants in other parts of 
the country. True, they have laid in 
a supply of staples, but, despite the 
fact that the style situation is more 
or less stabilized, few orders have 
been placed for novelties. Boston 
merchants have apparently got into 
the habit of putting their buying off 
to the last minute, because of their 
nearness to the shoe factories. It is 
true that in this respect they have 
an advantage over the Pacific Coast 
and even over some of the Rocky 
Mountain merchants who buy in the 
Eastern market. Nevertheless, it 
takes time to make shoes, no matter 
for what section of the country they 
are destined. 


Buying Done at Style Show 


The officers of the National Shoe 
and Leather Exposition and Style 


Show, Inc., have sent out a circular 
letter to its members, thanking them 
for their co-operation in making the 
show a success, and pointing to the 
fact that in point of attendance and 
all attendance records were broken. 
“The buying of merchandise,” says 
the letter, “was exceedingly satisfac- 
tory, and a number of exhibitors re- 
port having added many new ac- 
counts. Best of all, there was an un- 
usually large attendance of shoe and 
leather buyers from outside of New 
England in Boston at the Exposition 
during the week. A larger amount 
of publicity was given us this year 
by the local newspapers than was the 
case in 1920; and, as for the trade 
press, the support which we received 
from it, both before and during the 
Exposition, was so generous as to 
make it difficult for our management 
to adequately express its appreciation 
therefor.” The letter was signed by 
Albert N. Blake, president; Charles 
C. Hoyt, treasurer; Thomas F. Ander- 
son, secretary, and Chester I. Camp- 
bell, general manager. 


Children’s Shoe Business Slow 


The children’s shoe business is lag- 
ging. Possibly it is because of the 
seasonal lull and perhaps because 
there have not been price reductions 
in the same degree as in men’s and 
women’s footwear. It is interesting to 
note, however, that with one or two 
exceptions, there has been little atten- 
tion paid to styles in children’s foot- 
wear. New York stores are display- 
ing beautiful little creations on foot- 
form lasts, many of them two-tone 
in effect. 


Where to Buy 


Women’s Shoes 











WOMEN’S McKAY 
Slippers and Boots 


of Character 


HARRISON-LOCKWOOD CO. 
Factory, Haverhill, Mass. 
Boston, 108 Lincoln Street 








Lower Priced 
than the Best, 
Better Quality 
than the Rest ! 
Send for Catalogue 
MAID-RITE FELT SLIPPER CO., Inc. 
163-169 Livingston St., Brooklyn, N. Y. 
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E. A. & M. C. Witherell Co. 
Manufacturers 


Women’s Turn 
Boots and Slippers 


Fac 
Haverhill 
Boston Office 
207 Essex St. Reom2it 








FERN & POOR CO., Inc. 


Manufacturers 
Newburyport, Mass. 
Women’s Turn 
Comforts 
Boots & Slippers 
for the wholesale trade 








Boston stores are not. 





Makers of Hand Turn Novelties 
In All Leathers and Satins and 
On All the Latest Lasts. 

Inquiries Promptly An- 
swered, 
Samples on Request. 
Felstiner-O’Connell 
Shoe Co., Inc. 
41 Washington St. 
Haverhill, Mass. 
Boston Office, 207 Essex St., Room 205 











Phillips-Cram Corp. 
Makers of 
Women’s Turn 
Slippers 
276 River St., Haverhill, Mass, 
Boston Office 
207 Eesex Street 
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Where to Buy 


Boys’ Shoes 




















A “Standard” Shoe for Boys, Two 
full double soles, high grade oak 
leather. 


Upper—Elk or grain leather 

rock; will wear like iren. Will 

not rip—three rows of stitch- 

in; . Full vamp 

under toe cap. Rubber heels. 

Georgetown Standard Shee 
Ce., Ine. 


Georgetown Mass. 
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Where to Buy 








Women’s Shoes 














Howard & Foster Co. 
Men’s and Women’s Welts 


Address all Communications to the 
factory at 
Brockton, Mass... 








Makers a ewe Turn Shoes Specialiging 
h Grade Novelttes 


NEW YORE 


OSTON 
D. F, Mellen 139 Lincoln St. 


Bernard L. Durgin 
Factory 


hmmm Haverhill, Mass. essen 


g=Harding Shoe Co., Inc.u=, 





WOMEN’S FINE TURNS and NOVELTIES 


We are now situated in our big, new factory, and 
production is ‘“‘hitting on high.’”’ The high-qual- 
ity standard will be better maintained than ever 


before. 
TESSIER & BOWDOIN 


172 Washington St., Haverhill, Mass. 

















WheretoBu 


Shoes at Auction 


| 


HENRY LILLY CO. 


88-90 Reade St. New York 
AUCTION TRADE SALES 


SHOES AND RUBBERS 


Every Wednesday and Friday 





























Where to Buy 


Shoe IHustration 
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Whether this has any connection with 
the lagging behind of sales will be 
seen when September arrives and the 
pre-school-opening rush begins. 


Denver Merchant Visits Boston 


One of the most aggressive buyers 
who has visited the Boston market 
for some time is Jacob L. Wolff, vice- 
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president and general manager of the 
Golden Eagle Dry Goods Co. of Den- 
ver. Mr. Wolff was accompanied on 
his trip East by a number of his de- 
partment managers and buyers. He . 
was formerly a member of the Levy- 
Wolff Shoe Co. of Montgomery, Ala. 
It is understood that substantial or- 
ders have been placed by Mr. Wolff’s 
buyers and confirmed by him. 


Lynn 


SEVEN TENTHS BOOTS 


Lynn Firm Will Have High Shoes in 
Stock After August 15 


Williams, Clark & Co., report that 
70 per cent of their August produc- 
tion will be made up of boots. Also, 
they will have boots in stock, ready 
for delivery, after August 15. Boots 
are of black and brown kid and calf 
leathers. Toes are medium round. 
Heels range from 10/8 to 14/8 high. 

Oxfords, for fall are of patent colt, 
Scotch grain and boarded calf, and 
black and brown kid and calf 
leathers. 


A Tip and Tongue Style 


A tip and tongue style, now being 
made by “Lynch of Lynn,” presents 
a blucher oxford whose tip and 
tongue are made of one piece of leath- 
er. The tip overlays the vamp, and 
continues until it becomes the tongue. 
This shoe is made of patent, black 
kid and black calf leather. Some are 
stitched with fancy threads. 


Side Leather Oxfords Selling 

Mitchell, Caunt Co., find that best 
sellers are walking oxfords of tan 
side leather, some fastening with 
harness buckles, and some being laced 
in the usual manner. Also, oxfords of 
patent leather and black suede are 
selling. Incidentally, Mr. Lally, the 
sales manager, says that while low 
heels are selling best at the moment, 
there are some signs of a return to 
high heels in the spring. 


“Sandalettes” Prove Popular 
Some Lynn firms struck it just right 
when they put “sandalettes” into big 
cities just before the July hot wave 
set in. Sandalettes, being second 
cousins to barefoot sandals, proved 
cool and comfortable, as well as novel 


in style. “Sandalettes will sell until 
cool weather comes,” predicts one de- 
signer. 


“Main Street” Golf Shoe Designed 


A new type of shoes for fall, de-_ 


signed by Tom Welch, is a Main 
Street golf shoe, or, in other words 
a sport shoe for wear on the main 
street of big cities during the fall. 

The shoe, a five eyelet oxford, has 
a golf grain upper, and a golf strap. 
The toe is soft, without a tip, and the 


heel is low and flat. The bottom is 
tightly welted, and it has a fiber mid- 
sole to keep out the chill and cold. 
It may be worn with sport hosiery or 
with spats. 


Making “Silk Stocking” Shoes 


Silk stocking shoes are the specialty 
of Bresnahan, MacLaughlin Co., Lynn. 
They are made of satins and suedes 
and fine leathers, too. Satins happen 
to be running strongest just now. 
Many of them are beaded, to match 
trimmings on dresses. But it is to 
match silk stockings that the new 
grade of shoes is made, Or, to put it 
stronger, it is to fit silk stockings 
that the shoes are made. The shoes 
are light, dainty and flexible. 


School Moccasins the Latest 


The Collier Moccasin Co. is making 
a new style shoe for youngsters to 
wear to school. It is a moccasin with 
a welted bottom. It has a soft, flex- 
ible tread, like the footwear of the 
Indians. It can be resoled, like the 
shoes of white men. The uppers are 
of extra heavy skins, chrome tanned, 
and elk finished, to make them tough. 
The outer sole is of Korry Krome. 


Gray Spats for Black Shoes 

Since black promises to be the most 
popular color for footwear for fall, 
C. R. Whittredge Co. are planning to 
make spats for fall that will look 
right with black shoes. Gray tones 
predominate in their new sample line. 
Also they are making some spats of 
brown tones, to be worn with brown 
oxfords. 


“Spreading” on Leathers 

Lynn manufacturers are “spread- 
ing” on leathers. That is, they are 
cutting a greater variety of leathers 
than in any former season—patent, 
black suede, black kid, black calf, 
Scotch grain, boarded calf, side 
leather, Russia calf, black cabretta, 
gun metal and cordovan, too. Also, 
they are cutting satins and brocades. 
If they picked any one material as a 
leading style they would force up the 
price of that material. By spread- 
ing over a long line they tend to 
equalize the demand and to keep 
down prices of leather. . That, in 
turn, serves to keep down prices of 
shoes. 
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FEAR TEUTON COMPETITION 


European Nations Have Nightmare 
in Form of German Trade 


“Cornelius G. Flynn of the C. G. 
Flynn Leather Co., Boston, recently 
returned from an interesting ten 
weeks’ trip through Europe, during 
which he visited England, France, 
Belgium, Holland, Switzerland and 
Italy,” says a bulletin to members of 
the New England Shoe and Leather 
Association. 

“Mr. Flynn made his tour a leisure- 
ly one, and was enabled to obtain a 
fairly complete. idea of political, eco- 
nomic and social conditions in the dif- 
ferent countries he visited, and also 
had an opportunity to see Chateau 
Thierry, Belleau Wood and several of 
the other historic battlefields of the 
great war in which American valor 
was exemplified. 


Big Job Ahead for World 


“The Boston man found general 
conditions not greatly different from 
what was the case a year or so ago, 
and came back with the feeling that 
Europe and the entire world have a 
big job of readjustment ~ahead of 
them. The cost of living, except for 
a few things like taxicab fares, is 
practically still at the war-period 
peak; and in Italy, and also in Spain, 
there is a great deal of social unrest 
and unemployment. 

“Holland is about the only Euro- 
pean country that has _ prospered 
throughout the war, but Mr. Flynn 
found that the merchants of Amster- 
dam with whom he talked are already 
depressed over the threatened compe- 
tition from the Germans. This, in 
fact, is one of the nightmares that all 
the rest of Europe is facing. 

“In England it is going to take sev- 
eral months to overcome the indus- 
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trial handicap caused by the miners’ 
strike, which has resulted in a gen- 
eral dislocation of fuel distribution. 
Surplus Stocks Being Worked Off 


“Mr. Flynn, of course, made a care- 
ful study of the leather and footwear 
situation abroad, and he does not see 
any immediate hope of a return to 
normal conditions in this industry. 
From the operation of the British 
governmental policy, whereby mer- 
chants and manufacturers are repaid 
60 per cent of their excess profits 
losses, the leather merchants there 
have been working off much of their 
surplus stocks at what otherwise 
would be a great financial loss; and 
this has served to further demoralize 
the leather markets, on account of 
the resulting fictitious values. Until 
there are considerable further reduc- 
tions in surplus leather stocks, Brit- 
ish shoe manufacturers and dealers 
cannot be expected to import much 
American leather. 

“Mr. Flynn visited Bristol and 
Leicester, important English shoe 
manufacturing cities, and found con- 
ditions there rather quiet. A settle- 
ment of the Irish question would un- 
doubtedly stimulate the demand for 
the medium and heavy footwear pro- 
duced in Bristol. 

Good Demand for Patent and Kid 


“There is, however, a very good 
demand, especially in France, for 
American patent leather and top 
grades of kid leather. 

“Mr. Flynn found that the average 
price of boots and shoes at retail in 
the different European countries vis- 
ited was about as high as in the 
United States, except that he did not 
see any $16 or $18 lines on sale. In 
England the average price would be 
$8 to $10 per pair, and in France 
$10 to $12.” . 


Pittsburgh 


RETAIL TRADE GOOD 


Surprisingly So, in View of Depres- 
sion in Industrial Circles 


Business among retail merchants, 
which has continued prosperous dur- 
ing the last two months while a gen- 
eral depression has been noted in 
almost every other branch, is still 
maintaining its lively gait, with indi- 
cations of an unusually good fall 
“season. 

The healthy returns in all parts of 
the city have resulted in the opening 
of several new shops in various sec- 
tions. Fireman’s, a new organization 
with a second-story shop in the heart 
of East Liberty, has recorded a suc- 
cess in its first few weeks and has 
gone in for elaborate outside display. 
Feltman and Curme, a comparatively 
new venture on Liberty Avenue, re- 
ports unexpectedly good business dur- 
ing the last few months. Ruffenach’s, 
largest shoe store on the Southside, 


where labor has been hardest hit, has 
enjoyed avery successful summer 
campaign in spite of conditions. The 
Yorker Shop for men recently opened 
at Smithfield and Seventh. 


Foreign Trade Urged 


Pittsburgh delegates to the recent 
national convention of credit men 
in San Francisco, where several local 
shoe men were in attendence, urged 
merchants and manufacturers to in- 
crease their business with foreign 
countries through credit arrange- 
ments. This, it was said, would tend 
to liquidate both merchandise and 
labor, and business would thus be 
stabilized and started on an upward 


_ grade. 


Strap Model to Be Popular 
The sport shoe with a strap will 
rival the oxford for street wear next 
fall, according to several of the deal- 
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ers here who have visited Eastern 
cities with a view to sizing up the 
situation. The oxford, however, in 
their opinion, will still reign supreme 
for tramping. With the fur trimmed 
suits or more elaborate costumes, pat- 
ent leather is expected to be worn, the 
shoes showing cut outs with contrast- 
ing underlays and heels a bit higher 
than are being worn on shoes of a 
similar nature at the present time. 
Local windows in the large places are 
occupied chiefly by the sport-strap 
models and the oxford. 


One local merchant who visited 
New York recently to size up the 
fall outlook reports that short vamps 
will be the style during the colder 
months. He said that a review of 
styles in the big city showed that the 
long, pointed toe for women’s shoes 
has given way to broad toes and short 
vamps, and that French heels, save 
for formal wear, will be replace by 
the Cuban heel and the straight, low 
heel. The buckle is another thing 
that will disappear, he thinks, while 
the most popular material will be 
kid for street wear, and satin for 
dress occasions. Prices, he said, are 
due to take a little jump upward. 


Joins Sons in Shoe Venture 


Louis Ruttenberg, formerly of the 
firm of Cuff, Levin and Ruttenberg 
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of 806 Penn Avenue, has entered the 
organization established a few years 
ago by his sons, Max M. and Myer 
Ruttenberg. The new firm will go 
under the trade name of The Rutten- 
berg Shoe Co., with its place of bus- 
iness at 1034 Fifth Avenue. A com- 
plete line of men’s, women’s, misses’ 
and children’s shoes including white 
canvas and felt stock, is being car- 
ried. The English ball strap is one 
of the firm’s feature numbers. 


Lower Prices Predicted for Rubber- 
Soled Footwear 


An official of the local branch of 
the United States Rubber Co., has 
hinted that lower prices may be ex- 
pected in rubber-soled footwear next 
month, when that firm’s new sched- 
ule is issued. Nothing definite to that 
effect, however, has been announced, 
but it is thought hardly probable that 
this line can hold up in the face of 
declining prices everywhere else. 


Leading in Membership Race 


W. B. McConnell of the C. A. Ver- 
ner Shoe Co., according to latest fig- 
ures, is leading in the individual 
membership race for the National 
Shoe Retailers’ trophy. H. W. 
Leonard, of the Joseph Horne Co., 
was the winner last year. 


Rochester 


RETAIL BUSINESS FAIR 


Seasonal Dullness Not So Noticeable 
as Usual in Women’s Footwear 


The past week has been a fairly 
good one in retail shoe circles in 
Rochester. Despite the extreme hot 
weather which has prevailed, and the 
fact that many prospective pur- 
chasers are away on their vacations, 
trade at all of the downtown stores 
has been fairly good. It is the usual 
dull period, and this year is no excep- 
tion to the rule, but the dullness as 
far as women’s lines are concerned 
is not as marked as in former sea- 
sons, 

In the women’s department, trade 
is still largely in whites. All stores 
are selling whites in kid, nubuck, 
canvas and other materials. Browns 
are also selling fairly well, while 
blacks are gaining in importance. 
Strap effects and oxfords are still the 
big feature. Sport models are sell- 
ing under the influence of special 
sales, and most of the retail merchants 
are cleaning up pretty well on sport 
stocks. 
trade is only fair. 
has also been fair. 


Children’s business 


Two and One-Half Per Cent Profit 


That the retail merchant does not 
make a very good percentage of profit 


In the men’s department, 


is the contention of Samuel McCurdy, 
secretary and treasurer of McCurdy 
& Co.; former chairman of the Retail 
Merchants’ Council of the Chamber 
of Commerce, and member of the Dol- 
lar Day Committee. Mr. McCurdy 
estimates the retailer gets about 2% 
cents net profit out of his dollar. It 
is ridiculous to talk about retail mer- 
chants making excessive profits, be- 
cause their business is highly com- 
petitive, he maintains. He resents 
the opinion in some quarters that the 
merchants make a higher profit than 
the manufacturers. He says: 

“The retailer cannot possibly make 
any excess profits, because he buys 
in a competitive field and sells in a 
competitive field. 

“Let us take the retailer’s dollar 
and analyze it. Out of that dollar we 
must pay about 70 cents for merchan- 
dise; we must pay about 10 cents for 
rent and insurance and other kindred 
items; we must pay 15 cents to our 
employees for buying and selling the 
merchandise we handle; we must pay 
about 2% cents for publicity, adver- 
tising, inviting the public to come to 
the store whether they make any pur- 
chase or not, and very often when 
they do make a purchase they reserve 
the privilege of returning it for 
credit. That leaves the retailer 2% 
cents out of every dollar.” 
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Made Head of Men’s Department 


William Eastwood & Son Co. have 
advanced Edward C. Baker, who has 
been in the men’s department of the 
Main Street store for nine years, to 
head of the men’s department of the 
State Street store. Miss Margaret 
MacDonald, of the original force of 
the State Street store, has been ad- 
vanced to head of the women’s de- 
partment. James G. Bennet will con- 
tinue to manage the State Street 
store. 
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To Represent D. Armstrong & Co. 

Fred M. Wright, well-known retail 
shoe merchant of Rochester, has ac- 
cepted a position on the selling force 
of D. Armstrong & Co. of Rochester, 
N. Y. He will cover nine Southern 
States. 


Sale at Van Deventer Store 
Some excellent values in Florsheim 
shoes are being offered in the semi- 
annual sale being conducted by the 
Van Deventer store. 


Toronto 


LABOR IS SCARCE 


Speaker at Toronto Convention Urges 
Establishment of Training Schools 


TORONTO, July 28.—That compe- 
tent help is hard to obtain at present, 
and that apprentices would have to 
be paid skilled-labor wages were 
rather startling statements of an ad- 
dress delivered by S. Burnett, chair- 
man of the Ontario Shoemakers’ and 
Repairers’ Convention at the opening 
session yesterday. He recommended 
that training schools be established 
here as they are in the old country. 

The association held its first annual 
convention at the Arlington Hotel, 
Toronto, July 27 and 28, with a good 
attendance of shoemen from all parts 
of the Province. 

In an address on “Organization 
Methods,” S. Roy Weaver, manager 
of the Shoe Manufacturers’ Associa- 
tion of Canada, referred to the ex- 
traordinary advance which has been 
made by the repair trade during the 
past six or seven years. It has de- 
veloped from a handicraft system to 
a machine-process stage. At present 
there are in Ontario something like 
170 machine outfits. The sales of 
findings to shoe repairers in Ontario 
during the past year, he said, repre- 
sented an increase of 2400 per cent 
over sales during the year 1913. This 
increase has been largely due to the 
increase in the price of leather. 


Universal Prices Discussed 


- “We . are. told,” continued Mr. 
Weaver, “that trade is ‘spotty,’ but 
that statement means nothing more 
or less than that firms which, by rea- 
son of the quality of their goods, 
their service, successful salesmanship, 
efficient advertising, are economically 
superior to their competitors. They 
are getting the business.” He further 
warned the repair men that experi- 
ence in co-operative buying had not 
always been successful, and urged the 
shoemakers to conduct their business 
on a sound, economic basis. 

“The Possibility or Impossibility of 
Universal Prices” was discussed by 
W. S. Pettit of Brantford, while S. 
Burnett of Oshawa spoke on “The 
Need of Efficient Help and How to 


Obtain It.” The subject of “Practical 
Advertising Methods for Repair Men” 
was dealt with by James Fisher of 
the James Fisher Company, advertis- 
ing agents, Toronto. 


Officers Elected 


The election of officers for the en- 
suing year resulted as _ follows: 
President, Frank R. Revell, Hamil- 
ton; vice-president, A. Butterworth, 
Toronto; secretary-treasurer, W. S. 
Pettit, Brantford. Executive officers 
for Toronto: C. A. Canning, J. W. 
Hendry, S. Burnett. Executive officers 
for Ontario: W. Legg, St. Catharines; 
Messrs. Linden, Collingwood; Miller 
and Henderson, Hamilton; Thorne, 
London; Daly and Burnett, Oshawa; 
Greenstead, Peterboro, and Hickson, 
Port Hope. 

A banquet was tendered last night 
at the Arlington Hotel to the visiting 
delegates. 


Talks on Shoe Findings 


The second day of the convention 
opened with an address of welcome by 
W..H. Alderson, president of the 
Toronto Board of Trade, who, after 
congratulating the members on their 
first annual convention, expressed the 
hope that the yearly gathering, in- 
stead of being only a provincial ev-2nt, 
would become Dominion-wide in scope. 

The discussion on “Manufacturers’ 
Methods as They Affect the Repair 
Trade” was opened by P. Smith of 
Brantford. During his remarks the 
speaker soundly rated the manufac- 
turers for their extensive use of fiber 
and poor leather instead of good 
leather. That was the reason, he 
said, why so many people had to take 
their boots and shoes to the repair 
man a few days after they had been 
bought. Fiber was used largely in 
the insole and outer sole and in the 
heel, and, in addition to costing the 
customer much money, it made the 
work of the repairer much harder. 

Addresses on “Shoe Findings and 
Accessories as Revenue Producers,” 
by Charles Tilley, of C. Tilley & Son, 
Ltd., Toronto, and “Is It More Ad- 
vantageous to Buy or Lease Ma- 
chinery?” by O. M. Brooks, concluded 
a most instructive session. 
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SOFT SOLES 
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ANY TYPE OF A SHOE 


In Men’s Fine Goodyear Welts 
Making special and difficult styles of shoes 
is our specialty. Let us solve your problems. 
CRAIG-REED & EMERSON, INC. 

Brockton, Mass. 
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No matter what policy you may 
pursue in selling to the shoe trade, 
nevertheless, you need the 


Boot and Shoe Recorder 
All the Time” ° 











BOOT AND SHOE RECORDER 


RHODE ISLAND OUTING HELD 


Annual Frolic Held at Warwick Club, 
Providence 

The annual midsummer outing of 
the Rhode Island Shoe Retailers’ As- 
sociation was held Wednesday after- 
noon, July 27, at the Warwick Club, 
and was attended by 150 members 
and guests from Boston and various 
shoe manufacturing centers of Massa- 
chusetts. Taking advantage of the 
weekly half-holiday, the proprietors 
and clerks left their respective 
stores immediately after 1 o’clock, 
and gathering at the shoe store of 
the president, George E. Pierce, West- 
minster and Dorrance streets, were 
soon on their way to the picnic 
grounds in automobiles, made ready 
for the occasion, and in waiting near 
the Union Station. 

The committee, consisting of Roy 
S. Whitmore, Fred S. Fenner and J. 
A. “Bert”? Thomas, had preceded the 
party and had everything in readiness 
for the afternoon’s sport. A long 
program of novel and ludicrous stunts 
interspersed with the usual formal 
field sports and games had been ar- 
ranged, and event after event was 
run off in merry order. 

President Pierce briefly welcomed 
the gathering and called upon Mr. 
Fenner as toastmaster, who in.turn 
called upon a number of the guests 
for remarks. These included E. T. 
Wright and Alfred W. Donavon of 
Rockland, Mass.; Daniel F. Sullivan 
of Fall River; Fred Davis of Brock- 


Providence 
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ton; William Kelley and Hollis B. 
Scates of Boston; Past President 
Frank E. Ballou and others. 


Rating System in Effect 


The credit rating service recently 
established by the Pawtucket Cham- 
ber of Commerce was formally opened 
Aug. 1, by the issuance of the first 
weekly bulletin of information, which 
is part of the general plan, reporting 
all those special things occurring in 
the city which bear upon the means 
of those purchasing on credit. In ad- 
dition to the rating book and weekly 
bulletin, both of which form the basis 
of the credit rating work, special re- 
ports will be obtained as asked for 
by the members. These three meth- 
ods of organizing the information as 
to the desirability of credit risks 
coming to the various firms who are 
members of the Credit Rating Ser- 
vice will furnish a source of complete 
information, with reference to any in- 
dividual or firm in the territory 
served by the Credit Rating Service. 


“Sales Week” Is Planned 


Pawtucket merchants, members of 
the retail merchants’ division of the 
Chamber of Commerce, are to ar- 
range for a “sales week,” to be held 
at a date yet to be selected, with the 
idea in mind of stimulating business 
activities following the rather slow 
business experienced in local circles 
for the past few months. 


Lynchburg 


WOMEN’S LINE ADDED 


Smith-Briscoe Shoe Company to Make 
High Grade Custom Welts 


A line of shoes for women, manu- 
factured at the factory on Jefferson 
Street, will be added to the output 
of the Smith-Briscoe Shoe Company 
according to Pryor N. Smith, presi- 
dent of the company. Since its es- 
tablishment the plant has manufac- 
tured shoes for men exclusively. 

High grade, custom made welts will 
be turned out on patterns which are 
now being made up. The first of the 
new line will probably be run through 
the factory about Sept. 1. Both 
high and low cut models will be man- 
ufactured under the “Steadfast” 
brand. Mr. Smith said that it was 
planned to double the output of the 
factory as soon as the manufacture 
of the new line was started. He was 
unable to say how many additional 
workers would be employed when the 
expansion is made. 


No New Styles in Windows 
Almost no late summer models have 
made their appearance. in the retail 





stores at Lynchburg and although 
most of the shops have already re- 
ceived the initial shipments of their 
fall and winter stocks they do not 
plan to place them on sale for sever- 
al weeks yet. Most of the stores 
are still devoting their attention to 
cleaning out old stocks at reduced 
prices and special sales still continue 
to be held regularly. Such new 
styles as have made their appearance 
in display windows are the latest ar- 
rivals in brogues and a few varia- 
tions in strap pumps. 


Whites Still Being Featured 
White pumps continue to be fea- 
tured in shoe advertisements. The 
Quality Shoe Store has been offering 
two styles in white kid strap pumps 
at $6.95 and the Bell Shoe Store held 
a two-day sale of white canvas strap 
pumps at $4.95. Guggenheimer’s has 
announced a sale of 104 dozen pairs 
of “Pointex” silk stockings at $2.05 a 
pair. ae 
Employees on Outing 
More than 1300 employees of the 
Craddock-Terry Company, with their 
wives or husbands, took the 90-mile 
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excursion which the company gave 
the force Saturday, August 6. Two 
special trains were chartered to take 
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the crowds to The Grottoes in the 
Shenandoah Valley where they spent 
the day in a picnic and outing. 


Richmond 


CONVENTION BEGINS AUG. 16 
Retail Merchants to Discuss Present- 
Day Merchandising Problems 


The “live” merchants of the South 
are to hold their great annual busi- 
ness convention here on Aug. 16, 17 
and 18. The program is as follows: 

Tuesday, Aug. 16—Address of Wel- 
come by Hon. George Ainslie and 
Hon. Westmoreland Davis; Response 
by McD. Holliday, Dunn, N. C.; Ad- 
dress of the president, Murry S. Mc- 
Kinnon, Hartsville, S. C.; Discussion 
by J. C. Causey, Surrey, Va.; S. F. 
Austin, Nashville, N. C., and W. H. 
Maddex, Hewletts, Va.; Address by 
Norman H. Johnson, Richmond, Va. 

Wednesday, Aug. 17—Conference 
on “Looking Conditions in the Face;” 


Discussion by M. W. Duval, Cheraw, 
S. C.; U. B. Blalock, Wadesboro, N. 
C., and N. K. Smith, Marietta, Ga.; 
Address by A. L. M. Wiggins, Harts- 
ville, S. C.; Address on “The Basis 
of All Prosperity—Agriculture” by 
H. A. Morgan, president University 
of Tennessee, Knoxville, Tenn.; Ques- 
tion Box (Direction of E. B. Moon, 
Chicago). 

Thursday, Aug. 18—Conference on 
“Getting Us Off the Dead Center;” 
“A Study of Present-Day Hindrances 
and How to Overcome Them,” by E. 
B. Moon, Chicago; Address, “The 
New Day in Business,’ Dr. D. W. 
Daniel, Clemson College, S. C.; Ques- 
tion Box (Direction of E. B. Moon, 
Chicago); Election of Officers and Di- 
rectors. 


Haverhill 


BUSINESS ONLY MODERATE 


In-Stock Footwear Moving to a Cer- 
tain Extent 


The summer season finds Haverhill 
shoe manufacturers taking business 
on stock stuff and moving made-to- 
order styles in moderate quantity. 
Some Haverhill firms have a liberal 
assortment of stock shoes and others 
concentrate on the merchandising of 
one or two patterns. An offer of a 
single model recently made in the 
RECORDER by one Haverhill house 
drew more than thirty replies from 
twenty-eight different States. This 
diversified interest is significant of 
the searching out power of well- 
directed publicity. 


ROLLED EDGES AGAIN 


Popular Nearly Twenty Years Ago— 
Once More in the Limelight 


That history repeats itself was 
shown the past week to a RECORDER 
representative, when the C. A. Eaton 
Company brought out for his inspec- 
tion a Scotch grain bal with rolled 
edge and heel. Rolled edge and heel 
shoes for men were popular some 
eighteen years ago, and there is in- 
dication that they will take a place 
among the favored styles for fall 
and winter. 

The Brockton Moccasin Company 
recently received a contract to supply 
100 pairs of foot coverings, closely 
following in style the footwear of 
the redskins who roamed the wilds of 
Massachusetts in the days of the Pil- 


grims. 


Western News Letters 
Continued From Page 51 


ers has turned to the lower range of 
prices and the sturdier and longer 
wearing shoes, although many main- 
tain a semblance of former style by 
buying novelty styles at the low 
prices offered by “sample” and other 
second floor shops featuring popular- 
priced merchandise, imitating the 
classiest goods in appearance. 


Men’s Business Still Slow 


What the men of Milwaukee are 
going to do is rather problematical. 
Merchants are hoping that they can 
bring about a much-desired vogue in 
low cuts for fall and winter, although 
in fact they seem to discern that the 


boot will again hold first place. Sum- 
mer business with men has been 
fairly active this year, but not up to 
expectations. Still most stores have 
cleaned up low shoe stocks fairly well, 
leaving no abnormally large carry- 
over of oxfords for the new season. 
Consequently some fair orders have 
been placed to fill in both high and 
low cut stocks in the plain and fancier 
styles. The brogue has not yet be- 
come popular, although brogue effects 
with liberal perforations and the like 
are in better call now than ever 
before. 

Men’s business, like that in ladies’ 
footwear, has suffered materially 
from the effect of unemployment and 
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Where to uy 
Engraving and Printing 




















COLOR PRINTING DESIGNING 


CATALOGUES 
Telephone Main 3408 
HOOPER PRINTING COMPANY 
74 INDIA STREET, BOSTON 








Ne 





183 Enoex St Boston 
71 Rentie St Brocktor, 














ATLANTIC PRINTING CO. 
Shoe Printers 


Tear out this ad and mail for detaile of 
our Special Printing Service for 
the Boot and Shoe Trade 


201 South Street, Boston, Mass. 
Telephone 4960-4961 











1000 Sales Letters 
All ready to mail 
3c Each 
F. S. ROOT COMPANY 
Sales Service and Advertising 
6 Beacon Street Boston, Mass. 














Where toBuy 


Ballet Slippers 











GYMNASIUM SHOES 


Black Kid. ...$1.10 per pair 
BALLET SLIPPERS 


Kid 
Misses’, $1.50 
$1.45 
BROOKS SHOE MFG. CO. 
Philadelphia, Pa. 
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Where to Buy 


Shoe Ornaments 

















COLONIALS 


BUCKLES OR STRAPS AND 
BEADED ORNAMENTS 


made by the VANITY will sell your pumps 


913 Gates Ave., Brooklyn, N. Y. 


VANITY NOVELTY WORKS 








D. W. COULTAS CO. 
Manufacturers 
RHINESTONE BUCKLES 


Big Demand 
WRITE FOR SAMPLES, 


PROVIDENCE - - 





= R.1L 
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M. B. MARTINE, Ine. 


[= ©\ Show Reom—130 W. 42nd Street 
v S Office—148-152 Duane Street 
I$) NEW YORK, N. Y. 
Os EY, SHOE BUCKLES, AND 
7 NAMEN TATION me NLU! D ING 
“sues” BEADING 














BEADED 





PARISIAN BEADING WORKS 
4@&WALNUT STS., PHILADELPHIA 
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Where to Buy 


Shoe Patterns 
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EDITORIALLY, THE 


Boot and Shoe Recorder 


is the most alert, aggressive.and pro- 
ive j in the world pub- 
fished for ¢ shoe merchant. 
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reduced earning power. This is seen 
in the sale of the better grades as 
well as in the hardier classes of goods 
and the work and service lines. The 
younger element among wage earners 
which bought “the best the market 
affords,” regardless of price, in 1917- 
1919, has been dropping out of the 
market for the top-notch goods for 
a year and buying a much lower- 
priced shoe, but only when absolutely 
necessary. The man in business, of 
all ages, and the office worker, are 
buying about as before, namely, a 
medium-priced shoe or better. Pur- 
chases are being made with average 
frequency. 


Teene-Weene Shoes for Infants 


A new concern which will manu- 
facture infants’ high-grade, soft sole 
footwear, women’s kimono slippers 
and bowling shoes has been organized 
in Milwaukee under the name of 
Teene-Weene Shoe Co., having chosen 
a title expressive of its specialty— 
baby shoes. It has taken over the 
entire machinery, stock and equip- 
ment of the former Koerner-Marsh 
Shoe Co. of Milwaukee, which gave 
up its business about two years ago 
after fifteen years of manufacturing 
infants’ shoes. At the head of the 
new concern are W. W. DeRasha and 
F. C. Schuman. The former is a 
practical shoe man of twenty years’ 
experience, and will manage and di- 
rect the business. Mr. Schuman, 
with twenty-five years’ experience, 
will look after the factory and pro- 
duction. One floor of a large and 
modern industrial building at Van 
Buren and Pleasant streets has been 
leased and equipment is being in- 
stalled. Operations will begin Aug. 
15. As soon as more space becomes 
available, the concern will also make 
infants’ turns, completing a full line 
of baby footwear. Messrs. DeRasha 
and Schuman intend to revive a large 
trade in the Middle West enjoyed for 
years by the Koerner-Marsh organi- 
zation, and also extend the scope of 
their activities to all sections of the 
country. 


National Committee Appointments 

Robert J. Dempsey, credit mana- 
ger of the Weyenberg Shoe Mfg. Co., 
and vice-president of the Milwaukee 
Association of (Wholesale) Credit 
Men, has been honored by the na- 
tional organization by being ap- 
pointed chairman of the national 
meetings committee. Several other 
Milwaukee officers and members also 
have been given prominent places in 
national association executive and 
committee work. 


S. W. Enterline Co. Incorporated 

Articles of incorporation were filed 
during the week in behalf of the S. 
W. Enterline Co., Oshkosh, Wis., 
which is organized with a capitaliza- 
tion consisting of $50,000 preferred 
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and 3000 shares of non-par value 
common stock, for the purpose of 
manufacturing, wholesaling and re- 
tailing boots and shoes and other 
kinds of merchandise. The signa- 
tories to the articles are all residents 
of Madison, the State capital, as fol- 
lows: Charles F. Cook, 18 East Mif- 
flin Street; Fred H. Rogers, 321 Dow 
Court, and Herman C. Wallschlaeger, 
Madison. 


Pioneer Racine Firm Discontinues 


Announcement comes from Racine, 
Wis., that Johnson & Kuehnemann, 
a pioneer retail shoe concern oper- 
ating three stores, will discontinue 
business and is now liquidating its 
assets. Dissolution sales will be held 
for disposition of the stock. It is be- 
lieved likely that all three stores will 
be continued after this process by one 
of the partners, but definite informa- 
tion is lacking. The business was 
founded in May, 1895, by W. V. John- 
son. A month later A. Kuehnemann 
became a partner. In 1906 a second 
store was acquired, and a third es- 
tablished in 1915. 


From Real Estate to Shoes 


The Jacobson-Swolkin Co., 474 
Howell Avenue, Kenosha, Wis., an- 
nounces that J. L. Kleinman has be- 
come associated with the company, as 
of Aug. 1, to take charge of the shoe 
and men’s furnishings sections. Mr. 
Kleinman has been engaged in the 
real estate business for some time 
past, but has had considerable retail 
merchandising experience. He spent 
the last two weeks of July in the 
Eastern markets. 


New Plant for Rubber Heels 


The E. L. M. Tire & Rubber Co. 
of Racine, Wis., organized several 
months ago with $200,000 capital 
stock to take over the E-Z Rubber 
Heel Co. of the same city, is now in 
production in a new plant of 20,000 
square feet on Deane boulevard and 
the Milwaukee road main line at Ra- 
cine. The head of the concern is E. 
L. McKim, a pioneer in the rubber 
and tire industry, and inventor of the 
Tensilene process used by the Pre- 
mier Tire & Rubber Co. The new 
company is marketing its rubber 
heels under the trade name “E-Z.” 


Wobst Warehouse Robbery 


Mystery surrounding the recent 
robbery at the warehouse of the 
Wobst Shoe Co. at Third Street and 
Reservoir Avenue, Milwaukee, when 
goods valued at $2,000 were carried 
off, appears to have been solved by 
the arrest of three young men impli- 
cated by a confession made by an es- 
caped prisoner of the Milwaukee 
House of Correction, recaptured a 
few days ago. A system of robbing 
the warehouse and making disposi- 
tion of the stolen goods was uncov- 
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ered. Some of the merchandise has 
been recovered, but the bulk repre- 
sents a loss. 


Manufacturing Scientific Shoe Fitting 
Machines 


An important addition to the large 
list of concerns making up the Mil- 
waukee “Quality First” boot and shoe 
market is the establishment of the 
General Industrial X-Ray Co., 246 
West Water Street. It will special- 
ize in the manufacture of machines 
designed expressly for scientific shoe 
fitting. The concern is an outgrowth 
of the business of the E. H. Karrer 
Co., manufacturing surgical instru- 
ments and appliances. To accommo- 
date the new enterprise, two stories 
are being added to the Karrer Build- 
ing. E. H. Karrer is president; Wil- 
liam Gilliaume, secretary, and Otto 
Herrmann, treasurer. The output is 
two a day since Aug. 1. Several 
downtown boot shops in Milwaukee 
already have made permanent instal- 
lations of the apparatus. 
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Merchants’ Information Bureau 


The Merchants’ Information Bu- 
reau, a new division of the Retail Di- 
vision of the Chamber of Commerce 
of Appleton, Wis., has just issued the 
first of a series of bulletins, which 
stresses the question of curbing ques- 
tionable advertising. Merchants are 
urged to ask for the indorsement card 
of the Chamber of Commerce before 
investing in any publicity scheme 
whatsoever. Attention also is called 
to the new arrangement made by the 
merchants of Appleton, whereby all 
retail storés are closing promptly at 
9:30 p. m. every Saturday. 


New Shoe Repairing Shop 


Nick Mehan of Shevoygan, Wis., 
has opened a shoe repair shop at 710 
Center Avenue. A fulk equipment of 
electrically-operated machinery ~- has 
been installed. The shop also has a 
well-equipped department for shoé 
polishing and will deal in findings. 


Akron 


JULY BUSINESS SHOWS SLIGHT 
INCREASE 


Business showed a slight increase 
during the month of July, caused no 
doubt by the ideal weather which 
has been conducive to considerable 
outside recreation, and by the health- 
ier condition of various factories in 
Akron and vicinity. Rehiring con- 
tinues on a small scale, local and mar- 
ried men getting the first call. At 
the same time living is taking a 
coresponding drop, and the result is 
rapidly approaching Mr. Harding’s 
“normalcy.” The general trend of 
thought is that September will find 
a slight tightening up again, but the 
majority of merchants are of the 
opinion that this depression will be 
temporary and that it will not ap- 
proach that of last winter. 

Summer low stock was cleaned up 
pretty well by the first week 
in August, thanks to careful merch- 
andizing. More sales were run in 
July than in any other month this 
year so far, and the turnover was 
by no means in inverse proportion. 
Practically all-the white stock has 
been sold. Merchants who are still 
featuring summer wear are pressing 
leather oxfords to the front, especial- 
ly shades, sport stock and novelties. 

Men’s stores are already showing 
high shoes for winter. Blacks in 


brogues and straps, and also on 
the straight English last, predomin- 
ate. It appears as though black will 
be the real style this year both in 
men’s and women’s shoes. Managers 
report that they are making a good 
slice of their fall orders staple blacks. 

Several stores have announced a 
slight cut in prices of their regular 
lines. As new stock comes in the old 
is marked down to clear the shelves, 
and if the merchant makes a lucky 
buy he shares it with his customers. 
No drops of any consequence are an- 
ticipated until next spring at least, 
but at the same time, no houses think 
that prices will climb to any extent 
during the winter. 

The resurfacing of Main Street was 
completed through the downtown sec- 
tion by the end of July, and it cer- 
tainly makes a decided improvement. 
It is drawing through the section 
more traffic which used to go through 
the side streets where the pavement 
was in better shape. 

The work of remodeling Wagoner 
and Marsh’s women’ and children’s 
store started the first of August and 
will be finished before the end of the 
month. Downstairs is being enlarged 
to accomodate the “finest children’s 
department in the state’. and the 
ladies shoes which were kept in the 
basement will be brought to the 
main floor. 


Des Moines 


FALL MODELS SHOWN 
Footwear From New York Style Show 
Displayed 


During the past week shoe merch- 
ants along Walnut Street have put in 


attractive displays of. new fall foot- 
wear. Beautiful window trimmings 
are being used which is helping to 
attract passers-by to the new show- 
ings. Moderate advertising space has 
been used in the daily papers and a 
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Whereto Buy | 


Children’s Shoes 











IN STOCK 


Spfents’ Ces , Children’s, 


CONSOLIDATED 
SHOE CO. 
212 Essex Street 
Boston, Mass. 











IN-STOCK 
Children’s Flexible 
Turns, — lto8 

Popular Priced 7 
downs, sizes 5 to 2 
SAMPLES Sent Prepaid 


G Milow Shee Co., I 
"ROCHESTER Nes 











Where to Buy 


Miscellaneous 
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Lamb Wool ns oe wll nd Cord Edges 

by ted our new No. 65 Lamb Wool Insole— 
'A Service Trade Builder.” for our com- 

siete catalog of Shoe 

Lhe Silverite Co., Mtgrs., 81 High St., Boston 








Manufacturer—Attention 


Littlefield Heelse—are genuine all leather 
heels and we can assure you of prompt de- 
liveries. Write for samples and prices, which 
you will find correct in every way. 


LITTLEFIELD HEEL CO, 
High Street, Amesbury, Mass. 














Perfection Pneumatic 
Arch Cushion 


igned to Prevent 
Fallen Arches 


ELASTIC TIP COMPANY 
Boston, Mass., U. S.A. 





198 MONTAGUE ST. 


[ W.E.ELLIS COMPANY 


HAVERHILL . 





: OHOE BUCKLES 
OF EVERY DESCRIPTION | 
BF ADED AND METAL| 

BUCKLES | 


OUR SPECIALTY 


FASHION ORNAMENT CO. 
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_ BROOKLYN | N 
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Formative 
Shoe 
to 


Women 


Goodyear 
Welt Style 14 
Black Kid Blu. Oxf. 


No. 15—Same in Brown 
Kid 

No. 16—Black Kid Blu. 
Boot 

No. 17—Brown Kid Blu. 
Boot 


Formative’s Orthopedic Excellence 
LREADY the Formative Shoe has taken creditable rank for its 


scientifically correct foot-form shapeliness and its health-giv- 
ing support of the foot. 


Thus, the Formative Shoe has proved its quality as a distinct 
shoe for a distinct purpose. 


But Formative does more. In clothing the foot sensibly and 
with great comfort it also clothes it attractively. In this feature 
alone the salability of Formative Shoes receives a tremendous im- 


petus. 


Finally, its moderate price gives to the Formative Shoe a trade- 
drawing influence that means ready sales and desirable profits for 


the Formative dealer. 


All Styles In Stock After Aug. Ist. 


Enterprising retailers are invited to correspond with us. 


COTTER SHOE COMPANY 


MASS. 
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goodly number of people have already 
responded to the effort of the shoe 
retailers. 

The Ellwell-Field Shoe Company 
are showing this week models used 
at the Brooklyn Style Show. The two 
models that are attracting the most 
attention are the patent leather 
grained oxford and a medium light 
brown grained calf oxford. Other 
samples that have received much 
comment are the beaded pumps which 
are of different colors. The White 
Shoe Company also has a showing of 
new fall footwear. Cantilever, Ground 
Gripper, and Educator oxfords form- 
ed the basis of their advertising 
appeal to the woman looking for style 
and comfort in walking shoes. On 
the men’s side of the house, the spec- 
ial offering in new fall goods was a 
straight banker last kid shoe and a 
Scotch grain black oxford. One of 
the Arant Shoe Company’s most at- 
tractive fall offerings is that of a 
patent leather grained brogue oxford 
for men which ‘is called the “Campus 
Stroller.” 


RETAIL BUSINESS NOT BRISK 


Business the last week has not 
been very encouraging and merchants 
look for little improvement. While 
under normal conditions this period is 
one of dullness in the retail shoe 
business, precedent has proven that 
there has always been a certain 
amount of buying, though not to the 
extent of attracting unusual atten- 
tion. One of the big downtown re- 
tailers stated that while they were 
not ahead this year in dollars and 
cents, many more pairs had been sold 
than last year. This condition, he be- 
lieves, is what is making it difficult 
for the retailer to adjust his men- 
tality to present-day buying plans, 
and that conditions are really not 
quite as depressing as the more pes- 
simistic would have us believe. It is 
also his opinion that a great many 
are awaiting another price cut which 
most retailers contemplate during 
the first or secénd week in August, 
and which he thinks will stimulate 
business and carry it over until the 
early fall buying commences. His 
house, which is one of the largest in 
the men’s line, has bought very gen- 
. erously for fall, anticipating that a 
big business will develop at this time. 

All merchants are making a stren- 
uous effort to clean up, and many 
are still making reductions in the 
hope of increased sales. To further 
push sales a great deal of advertising 
space is being used. 

A shoe business veteran, who has 
lived through periods of depression as 
well as prosperity, in discussing the 
present situation, gave his solution of 
the problem as “ ‘Sit tight and don’t 
rock the boat.’ Eliminate as much as 
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SUMMER CLEARANCE SALES 
END 


The mid-summer clearance sales 
stopped this week after two weeks of 
successful selling. “The first week 
was very satisfactory,” said one shoe 
retailer, “and though the second week 
was not so good, a great deal of effort 
was put forth to make the turnover 
complete. Our shelves are fairly 
well emptied and we are now making 
space for our new fall stock. Pros- 
pects are excellent for a good fall 
business but right now things are 
quiet. However. this is the usual mid- 
summer quiet so there is nothing to 
be alarmed about.” 


ODDS AND ENDS SALE 


The various stores throughout the 
city are making strenuous efforts to 
sell the few odd pairs left over from 
their sales. All stores are placing 
these broken lots on tables and offer- 
ing them for sale without regard to 
cost. However, this is a good draw- 
ing card and many shoes out of regu- 


St. Louis 


possible all the overhead that is pos- 
sible and still maintain the service 
necessary to conduct your business 
efficiently.” 

With few exceptions all are of the 
opinion that the fall will be a period 
of intense buying and that nothing 
will divert the attention of the public 
from purchasing shoes for their needs 
during the early frosty weather and 
later, the cold, unpleasant days of 
winter. The “Sally Sandals” have 
caused a ripple of business in the 
women’s line. They have been fea- 
tured by several stores and others are 
falling into line. There have been 
sufficient calls to justify merchants 
in stocking them, but the length of 
their vogue seems to be a matter of 
debate. They are being shown in 
black patent leather, with a price 
range of $8 to $10. 

Palm Beach proved to be one of 
the best bets in the men’s line during 
the summer. Merchants carrying 
this type of footwear found their 
stocks exhausted all too soon. Lack 
of sizes resulted in the loss of some 
sales, but this was unavoidable, as 
they could not be obtained from the 
factories, they also having to meet 
an unprecedented demand for Palm 
Beach. 


Conference of James T. Clark 
Salesmen 


The thirty-five men comprising the 
sales force of the James T. Clark 
Leather Co. are now in the house in- 
specting the line which they will 
carry when they leave on the first of 
August for their respective terri- 
tories. The line consists of both calf 
and kid oxfords in the tan shades, 


81 


lar stock are sold to those who cannot 
be fitted from the broken lot stock. 
Prices vary from $1.00 to $2.39. 


Shoe Repair Men’s Educational 
Bureau Advertises 


On July 29th, the Shoe Repair 
Men’s Educational Bureau composed 
of twenty-three shoe repair shops of 
the city put in a three-quarter page 
ad in The Daily Capital to tell the 
people why the cost of shoe soles has 
not gone down with the present de- 
cline in prices. The advertisement 
was headed by a complete diagram 
of a cow, and the parts used for meat 
and leather were cut off into sec- 
tions. The small amount of leather 
possible for use as sole leather of the 
best grade was emphasized. The ad 
also pointed out that the government 
took the best grade leather during 
the war and the sole leather used on 
civilian shoes was of a cheaper grade. 
The men are now charging $1.50 for 
the best sole leather for men’s shoes 
and $1.25 for women’s shoes, 


mostly in one and two-strap effects. 
A strong tendency toward perfora- 
tions may be noted and imitation ball 
and saddle straps come in for first 
call in trimmings. Mostly military 
heels are shown with some walking 
heels of the lower type. Black satin 
as well as black kid with beaded ef- 
fects and Louis heels are shown in 
slippers. Among the novelties are a 
few patterns of patent leather with 
gray stitching. 


John A. Bush, president of the 
Brown Shoe Co., has gone to Milwau- 
kee on urgent business, and after a 
few days spent in that city, made 
famous by something else than grape 
juice, will return to St. Louis. 

William Krail, secretary of the 
same company, has just returned 
from his vacation in the Northern 
lake region, where he trailed the 
pesky muskelong and elusive trout 
with considerable success. . 

Advertising Manager P. M. Fahren- 
dorf is also out of the city, having 
gone to the Windy City on business 
relative to the fall catalog, which is in 
preparation for early distribution to 
the trade. 


Southern buyers who are here pur- 
chasing fall stocks report business to 
be in good condition in the South, 
with the exception of the oil regions. 
A depression has settled over the oil 
towns which is the worst in their his- 
tory. Merchants in these towns, re- 
cently interviewed, attribute the sur- 
prising slump to the fact that great 
oil corporations have advanced upon 
small independent companies with 
competition that has forced oil down 
to $1 a barrel. 
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“As it is,” stated C. C. Ehrlich of 
Shawnee, Okla., “nothing is moving 
in the oil districts. Wages have 
been forced down, many wells have 
ceased to operate and a_ general 
slump in all business has been the 
result. Cut-throat competition by 
the few big corporations will even- 
tually squeeze the little fellow out of 
business.” 

Agricultural conditions, in the opin- 
ion of B. C. Garvey of Chickasha, 
Okla. (which is beyond the oil re- 
gions), are very good. The farmers 
have had a heavy yield of wheat and 
oats and prospects for cotton are fair. 
His firm is preparing for a normal 
tarde. ‘We shali have to sell double 
the amount of goods this year in 
order to come up to last year’s 
mark,” he explained, “but we confi- 
dently expect to equal this record. 
In our line most articles are just one- 
half the price they were a year ago, 
and so when we say we expect to do 
the usual volume of business it 
speaks very well for trade condi- 
tions.” 

Newt Edwards of Wichita, Kansas, 
reported that an average volume of 
business was expected from his dis- 
trict. “Crops are unusually good,” he 
said, “and there seems to be no evi- 
dence of a buyers’ strike. We have 
returned to the basis of regular ad- 
vance purchase stock and we look 
for a general revival of business.” 


Under the direction of Miss Julia 
Murray many small boys in the 
crowded neighborhood around the 
Franklin Public School, Nineteenth 
and Morgan streets, are learning to 
“cobble” the family shoes at the 
school, and so reducing the family 
expenses. This is the only St. Louis 
school where such classes are taught 
during the summer months, and the 
second season of the “cobbling” activ- 
ities there. According to Miss Mur- 
ray shoe repairing has proved so pop- 
ular that the capacity of her room is 
taxed to its utmost the five mornings 
each week when school is in session. 
A schedule of three classes daily 
takes care of the repairing work, 
which includes the simple forms of 


ADVERTISING AND SALESMAN- 
SHIP INCREASE BUSINESS 


Everywhere we find conclusive evi- 
dence that the mind of the merchant 
is reflected in the volume of his busi- 
ness. At the present moment, as al- 
ways, there are two classes of mer- 
chants. One, optimistic, aggressive 
and successful; the other, pessimistic, 
passive, losing trade. Unfortunately 
for the country there are a great 
many more of the latter than of the 
former at the present time. 

It will be interesting to shoe mer- 
chants to catch the viewpoint of a 
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reheeling and resoling. This is ac- 
complished with the aid of equipment 
from the shoe repairing department 
of the Patrick Henry School. 

The neighborhood around the school 
is largely a foreign one—Russian, 
Polish and Italian, with a sprinkling 
of American names. The majority 
of those in the “cobbling” classes are 
from 6 to 14 years of age and the 
roster resembles a miniature Ellis 
Island. 

“The boys bring so much enthusi- 
asm to their work here that I am 
stimulated to put the most I can into 
my instruction,” stated Miss Murray, 
while she sorted out leather and pegs 
to the children. “Our equipment,” 
she went on, pointing around the 
room, “is the plainest of benches and 
stands with rasps, files, hammers and 
pegs to work with. The School 
Board supplies the leather. I teach 
the boys first to rip off the worn 
soles and heels; then how to tack the 
leather on, cut it down and finally 
trim it off evenly and rasp down the 
rough surfaces. Some of them do 
remarkably well, too.” 


Sensenbrenner’s are making stren- 
uous efforts to clean up the odds and 
ends of their summer footwear. So 
convinced are they of their policy not 
to carry over any broken lots that 
they have offered 965 pairs of wom- 
en’s white canvas and kid, black and 
white sports, with some black and 
brown kid, as well as a few pair of 
gray and brown suede, for $1 in the 
final clean-up, values having ranged 
from $5 to $7.50. Sizes ran from 2% 
to 8, in widths AA to E. 


The F. L. Doerr Shoe Co. an- 
nounced an active business for this 
period of the season and a particu- 
larly strong call for calf oxfords with 
walking heel and imitation wing tip 
and ball strap. There is a popular 
demand for satin slippers and they 
are already sold up on a few of the 
attractive numbers. About 85 per 
cent of the call on satins is for the 
beaded effects around the throat and 
across the strap. One or two patent 
leather novelties carry beaded trim- 
mings, while some were ‘shown in 


Detroit 


phonograph dealer in Detroit, who 
says: “There is a lot of business to 
be had if we only go after it.” He 
does more than say so, he proves it. 
Instead of becoming passive and al- 
lowing trade to slip by his door he 
has increased his advertising appro- 
priation 50 per cent and injected en- 
thusiasm and aggressiveness into the 
salesmanship of the staff, with a re- 
sult that this year’s business is far 
in excess of last. The business in 
records alone has been four times 
that of a year ago to date. 
Reasoning that at least 50 per cent 
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white inlaid effects. Two more men 
have been added to the Doerr sales 
force—Walter Storll, formerly with 
the Samuels Shoe Co., will travel 
Iowa, and C. A. Germain, who was 
with Harry Tucker of Chicago, will 
be on the city sales force. 


T. F. James, sales manager of the 
Brown Shoe Co., is “among those 
absent” from the city, spending two 
weeks at his former home in Morgan- 
town, Ky. 


The sales organization of the Vin- 
sonhaler Shoe Co. is in the house 
prior to leaving for their individual 
territories between the 6th and 10th 
of August. Oxfords with imitation 
ball and saddle strap effects will be a 
strong feature. Satin slippers also 
have a prominent place, beaded types 
having a strong call for immediate 
delivery. When the season swings 
into full momentum it is expected 
that patent leather with contrasting 
stitching will be crowding satins for 
first position. 

Sales Manager G. W. Morgan is so- 
journing in the Ozarks for a few 
weeks, getting in shape for the fall 
business activity which will start 
about the time of his return to busi- 
ness. 


The Style Shoe Committee of the 
St. Louis Fashion Pageant, which is 
to be held in the Municipal Theater in 
Forest Park, Aug. 2 to 17, has just 
announced the names of the shoe 
wholesalers and manufacturers who 
will exhibit during the pageant. The 
list of exhibitors includes the Brown 
Shoe Co., Hamilton, Brown Shoe Co., 
Johansen Brothers Shoe Co., McEl- 
roy-Sloan Shoe Co., Samuels Shoe Co. 
and David P. Wohl Shoe Co. The 
Tweedie Boot Top Co. will also have 
a representative showing of the very 
latest types of Tweedies, which will 
be used in combination with the ap- 
propriate types of footwear exhibited. 
The pageant this year is being 
planned on a more elaborate scale 
than ever before, and with the antici- 
pated large market season, it is pre- 
dicted it will be the most successful 
from the point of attendance. 


of the population are working at their 
regular business, with practically all 
of them earning more than they ever 
earned in their lives before, and the 
price of necessities down from 30 to 
50 per cent, the phonograph dealer 
was convinced that there was plenty 
of money to be put into circulation, 
and that it is the duty of everyone to 
keep it in circulation. 

If this phonograph dealer can go 
ahead and sell more luxuries at the 
same old prices, by aggressive ad- 
vertising and salesmanship, it would 
appear on the face of it that the 
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Styles of To-Morrow 


3629 — New 
Lucille, 2-strap 
Black Satin 
Pump, All 

French corded. 17/8 full 

Louis covered heel. Made 

over brand new last. T-S 

+? flexible sole. AA, A, B and C. 
3630—Same as above. 14/8 Junior heel. 
32624—Same as above in black kid. 
Junior heel ... 

3628—Same as “above in brown kid. 
Junior heel rererr ry 


3626 — NewY 

Lucille 2 - strap 

Black Patent 

Pump. All French 

corded perforated 

vamp and quarter, imita- 

tion tip, all stitching in 

red silk thread. 13/8 

full breasted celluloid covered Juvenile heel. 
T-S process flexible sole. A 

2% to 8 .85 
#%625—Same as above, with 16/8 full Louis 
heel, except stitched in black $4.85 


626 — Black 

Patent 3-strap, 

nickel saddle 

buckles, imita- 

tion tip, perforated vamp 

and straps. Light Good- 

year welt sole. 13/8 

military heel. A, Band C. 2% to 8..85.25 


G620—Same as above in tony red calf. .85.25 


In Stock To-Day 


Fifty New Styles of 
Various Leathers 
and Fabrics Ready 

to Ship 


2512 — The 

new Billie 2. 

strap Black 

Satin Pum p. 

Patent inlaid 

collar and 

strap, all 

stitching in red silk thread. Made over 
the new Junior last, carrying “a 
full breasted wood covered 1. 

new process flexible custom buff lesteae, 
rs very distinctive style. AA, A, B and 

2% te 8 e 


251—Same as above in 18/8 full Louis 
$6.15 


2515 — The 

new Nancy 3- 

strap high 

grade Black 

Satin Pump. 

Patent perfor- 

ated inlaid red 

kid instep 

strap stitched with red silk. 
corded, flexible buff bottom oak sole. 18/ 
full breasted wood covered heel. This 
pattern is distinctively different from 
any style shown for fall. AA B and 
Cc. 2% to 8 . 
2514—Same make as above in black kid. 
2-strap patent inlaid collar and straps, 
perforated vamp and quarter, imitation 
tip, all stitching in green silk thread. 


A winner, AA, A, B and C. 2% to 
$6.15 


All French 
8 


2510 — The 

New Billie 2- 

strap high 

grade Black 

Satin Pump. 

Cut steel and jet beaded 

straps. All French corded. 

Made over the new Junior 

last, carrying 14%4/8 full breasted wood 

covered heel. The new process flexible cus- 

tom buff bottom. A sure trade winner. KT 
A, B and C. 2% to 8 6. 

— 1—Same as above, with 18/8 fil Louis 


3620—New Lu- 
cille 2-strap 
Black Ooze Calf 

Mat kid 


breasted 
Juvenile heel. Perforated vamp and quarter. 
imitation tip. T-S process flexible sole. A 
— big number for your early fall business. 
, A, Band ©. 2% to 8 
Gis1—same as above with 16/8 full Louis 


3628--Same as above in all over black kid. 
$4.85 


622 — Black 
Calf 3- 


imitation tip, perforated 

vamp and straps. 

Goodyear welt sole. 
military heel. A, B and C. % to 8. 


623—Same as above in black calf... :®5.25 


TOBER-SAIFER SHOE COMPANY 


Novelty Footwear in Stock 


1312 Washington Ave. 


St. Louis, Mo. 
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merchant handling a necessity, like 
shoes, that has dropped in price any- 
where from 30 to 40 per cent, can by 
the same methods greatly increase 
the volume of his sales. 


Clearance Sales Hold Sway 


Retail conditions in Detroit remain 
practically as formerly reported. 
Clearance sales are predominating as 
the dealers are making an effort to 
clean stocks in preparation for a good 
fall business. That many shoe mer- 
chants are taking large losses cannot 
be overlooked. The prices quoted in- 
dicate the fact that some merchants 
are of the opinion that it is danger- 
ous to hang on to stock when styles 
may change so radically as to make 
the losses they are now taking look 
like the proverbial thirty cents. One 
large store manager stated that he 
was about to take an additional $20,- 
000 loss on his stock in the early days 
of August. Those who are cleaning 
up stock will probably be the ones 
who will be prominent in the show- 
ing of new fall lines. 


Look for Some Boot Business 


The retail shoe merchants of De- 
troit do not generally favor the intro- 
duction of boots into the style sched- 
ule at the present time. Ross D. 
Filion, manager of high-grade wom- 
en’s shoes, R. H. Fyfe & Co., believes, 
however, that there will be a larger 
demand for boots the coming season 
than for some years. He said: 
“Women should lace their ankles at 
least four months out of the year to 
preserve their symmetrical propor- 
tions. I believe there will be a larger 
demand for boots than we have had 
for some time.” 

S. J. Rackham, manager Thomas J. 
Jackson, Inc., said: “Perhaps it would 
not be a bad idea to have boots back 
for a few weeks so that merchants 
with high-cut stocks could get rid of 
them. I prefer low cuts because of 
the ease with which they can be fitted 
and sold. I think it would be almost 
impossible to properly fit a high boot 
to more than 50 per cent of our custo- 
mers on account of the enlargement 
that has inevitably taken place 
through wearing low cuts. There is 


SHOE TRAVELERS SENDING IN 
ORDERS 


Traveling salesmen of one of Chi- 
cago’s largest wholesale houses have 
been in their territories for one week. 
The reports of these traveling men 
indicate that merchants have bought 
very sparingly for the forthcoming 
fall season because of doubt as to 
what they should buy to be in line 
with the demand for styles and quali- 
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also an extra profit in selling spats 
that is to be considered.” 

When Clyde K. Taylor, Lindke’s, 
was asked if he favored the introduc- 
tion of boots into the fall and winter 
styles he turned to a customer and 
asked her if she would like to wear 
boots this winter. She replied that 
she would not, that they would not 
look well with short skirts, that she 
favored the short skirt and hoped 
they would continue to be worn. He 
said: “I asked Mrs. Taylor that same 
question this morning, and she gave 
me practically the same reply. She 
likes low shoes because they are not 
as much trouble to put on and take 
off, but intimated that she would 
have to follow style, if style said 
boots. I think the boot style depends 
altogether upon the skirt style. If 
the women of America should adopt 
the longer skirt I am satisfied the 
boot will come back strong. I’m 
hoping the short skirt stays a while 
longer.” 

Frank J. Casey, manager Thayer- 
McNeil Co., said: “I’m strong for ox- 
fords. Boots are hard to fit and I am 
sure women will not like them after 
wearing low shoes so long. I look 
forward te a big low cut season.” 

R. L. Thompson, manager shoe de- 
partment J. L. Hudson Co., does not 
favor the return of boot styles be- 
cause it will mean the elimination of 
July and August business. “If a 
woman knows she is going to buy 
boots in the fall she isn’t going to 
pay a fair and legitimate price -for 
low shoes in the summer months. 
The merciless cuts we used to take 
on the turn of the season are not ab- 
solutely necessary now. Personally, 
I do not believe boots will be strong 
the coming season, but I do look for 
a big low shoe season. If boots come 
back I will be ready for them, because 
I am working on a sixty-day supply 
basis, and I think I can secure enough 
lines in the open market to tide me 
over the period of the introduction of 
boots and the completion of the or- 
ders I would place as soon as the 
style is assured.” 


Patent leathers have been greatly 
in demand in Detroit, especially in 


the sandal effects. R. L. Thompson, 
J. L. Hudson Co., is positive the 


Chicago 


ties. One of the travelers for this 
house, who covers a prosperous dairy 
section of Wisconsin, reports that the 
merchants are hesitating to buy be- 
cause the farmers are so dissatisfied 
with the prices which they are receiv- 
ing for the dairy products that they 
are not in the mood to purchase any- 
thing beyond their immediate neces- 
sity. 

While each traveler is sending in a 
fair volume of business the order in- 
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coming season will be largely a black 
one, and that patent leathers will pre- 
dominate. Frank J. Casey, Thayer- 
McNeil Co., sees patent leathers in 
strap effects, but for street wear 
he thinks tans will be always good. 
S. J. Rackham, Thomas J. Jackson, 
Inc., sees a lighter shade of tan 
being favored, allotting only 40 per 
cent of the sales to blacks and 
combinations. Clyde K. Taylor, 
Lindke Shoe Co., forecasts patents in 
lighter lines, especially with the va- 
rious Louis heels, but cannot see them 
very strong in welt lines. 

Practically all agree that strap ef- 
fects will open the season with a 
strong demand, patent leather pre- 
dominating, but as the colder weather 
arrives the demand will revert to the 
heavier oxfords, which will be largely 
in tan shades. 


Riding Boots Attract Trade 


It often pays a merchant to spe- 
cialize on some line and make it a 
feature of his store. Thayer-McNeil 
Co. have found it a profitable feature 
to handle riding boots for women and 
golf and tennis lines. Frank J. 
Casey, the manager, said: “The han- 
dling: of high-grade riding boots and 
golf and tennis shoes has proved one 
of our best points of contact with the 
ultra-fashionable trade of Detroit. 
We are handling a line of imported 
golf and tennis shoes in unusual 
colorings, and our riding boot models 
were selected from the best English 
makers, but are manufactured by 
American firms, whose workmanship 
is more favored by our trade.” Be- 
sides being a profitable line to handle 
from a sales point of view, they are 
a splendid means of securing custom 
for the store. 


On Sept. 1 the shoe department of 
Frank & Seder, Detroit’s new apparel 
store, now located temporarily on the 
sixth floor, will be moved to the sec- 
ond floor, where the women’s lines 
will be featured. The men’s lines 
will be located on the third floor, ad- 
jacent to the men’s furnishing and 
clothing departments. There will be 
a unique bargain basement shoe de- 
partment, where rack fixtures will be 
used to the entire elimination of the 
bargain table. 


dicates that he has encountered a lot 
of difficulties in making the sale, and 
that the merchant has bought as 
meagerly as is possible. 

Apparently merchants have not been 
able to make up their minds as to 
just what will sell and are depending 
upon the wholesalers to dope out 
styles and carry merchandise in stock 
to meet the needs as the occasion 
arises. 

(Continued on page 102) 
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AT QNCE SHIPMENT 


from 


STOCK 
"3.25 














No. B-110 No. B-140 
No. B-110—Black Satin Turn, 1 Strap, No. B-140—Black Satin Turn, 1 Strap, 
Half LXV Heel. B, C Baby Louis Heel. B, C, L 24 to 

t 8 $3.25 


2% 10 days a ee HT ; 2% 10 days 


HANNAHSONS SHOE CO. 


35 WINGATE ST. HAVERHILL.MASS, 





























by 
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“The Golk Shoe “Par Excellence - 
Carrica the s¢Sleady=WMan’’ Golf Sole, made right, because the 
“Rubber Spikes hold The wearer sleady. “They qive you Che sure stance 
ou need. 
: “Ready for Shipment 


Stock Ao. 1002. Women’s—with Stock Wo. 762. “Wen’s—with 
Wedge Heel GG=D “Price $7.00 Spike Heel GG=D “Price $7.00 





“The “Preston 13. Keith Shoe Co. 
Brockton, Wace. oe = Te pega 
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“The King of Jobs’’ 
ARMY RUBBER BOOTS 


HIP STYLE—ALL FIRST QUALITY, PACKED 
IN ORIGINAL CASES AS PURCHASED 
- FROM THE QUARTERMASTER’S CORPS 


Price, $ 1.75 


STANDARD BRANDS 
Sold in 60 Case Lots 


Sizes as Follows 


: 

Cases 24 4 16 16 = 
Sizes 8 9 10 11 = 
Or in Smaller Quantities 2 
Sizes in Proportion = 
Packed 12 Pr. Solid Sizes to = 
= 

iz 


Case 


First come, first served. 
Orders filled in rotation. 
We advise you to wire 
your wants if you wish to 
participate in this big sav- 
ing fest. 


“WONDERFUL WORK SHOES 
Price, $1.75 


Men’s Tan Veal Work Shoes—Two Full Soles—Unlined—Extra Inside 
Counter Pocket—Bellows Tongue—Heavy Grain Leather Innersole—Triple 


Stitched Uppers—Nickel Hooks and Eyelets—Outside Stay. Sizes 6-10, 


6-11. 
Same with Soft Box. Sizes 6-10 and 6-11. 


Made for Export—Sold in 24 Pr. Case Lots Only 


F.O.B. BOSTON TERMS NET 30 DAYS 


S. Rosenberg & Son 


144 ESSEX STREET BOSTON, MASS. 


PATTER 
“ns 


a 
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tone 


1. Invite Interest, 
2. Inspire Confidence, 
3. Make a Lasting Impression. 


These are three things that your store windows 

must do to help sell your SHOES. No 
Distinctive display fixtures that have excep- 

tional character will carry the message of your 

store. 

We build such fixtures for your 
dows.” 

Our service department has many helpful sug- 
gestions to offer. 

Write us now. 

You need a set of our fixture catalogs in your 
files. ° 
Shall we mail you a set today? 

“Make Buyers Out of Passersby.” 


“Sales Win- 





HUGH LYONS & COMPANY 
700 South Street Lansing, Michigan 


Chicago New York 
232 S. Franklin Ave. 35 W: 32nd St. 











No. 1693 
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AMEN NATHAN 


iF 
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SUEDE POWDER | 


CLEANS & RECOLORS 


Sune ano NAPPY LEATHER FOOT WEAR 
UT UP tm ace as 
j Citaaby mro co. 
= FOR a. ~ 
WHITE SHOES 


EACEOT we TE OD 





LOAVES 4 vEKVETY COTE Fimesen 

















Griffin Lotion Cream 
In white, black, light’ tan, 
Havana brown, dark brown, light 
gray and dark gray. Cleans, 
softens and polishes all kid 
leather, Contains no _ injurious 
acids. It is to the leather what 
cold cream is to the skin. 


Griffin White Kidine hada Tal Ss 
For all white kid shoes. A per- GRIFFIN MFG.CO 
fect white cleaner that gives a . 
kid glove finish. 


Small _, 
$1. 


ONTENTS & 0: 


aus 00 Gross. 





Griffin Suede Powder 
In the pad bottom tin. ‘Cleans 
and restores color and surface in- 
stantly, The pad is absolutely 
effective. In white, chamois, 
fawn, field mouse, gray fawn, 
champagne, ivory, light, medium, 
dark and gray castor, light olive, 
seal and nigger brown, light, 
medium and dark gray, black, 

$20.20 Gross, $1.85 Doz. 





3 oz. Size, $21.60 Gross. 
$2.00 , 


Large sie, e1 “00 Gross. 
$1.90 Doz, Doz. 





Mt 


The Right Shoe Dressings 
for Summer 








Grifin. Peuerwhite 
Cleaner 
For all white shoes except kid. 
A Tees cleaner, not a white- 
was: 
8%, oz. Folding Top Carton— 
$18.00 Gross, $1.55 Doz. 
5 of, Size, Neck , Box—$21.60 
Gross, $1.90 Doz. 


There are no better or better known dressings for all kinds of white shoes than Griffin. 


GRIFFIN MANUFACTURING CO., Inc. 








NEW YORK, U. S. A. 


OOTUUUGROUUTONONTOUURRNUNNATTNTANAEEUA THOTT TTT 


67-69 MURRAY STREET 











Diamond Brand Fast Color Eyelets are found 
most exclusively on the newest samples in 
the better grades of shoes. 


United Fast Color Eyelet Company 
Boston, Massachusetts 


From actual photograph by Garo, Boston 
All rights reserved 
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CADET LAST 

2036 Boys’ Mah. Calf Bal Ball 
Strap, 2%-5%, $4.25. 

2037 Youths’ Mah. Calf Bal Ball 
Strap, 1-2, $4.00. 

2055 Boys’ and ire A pe. Side, 
1-2, $3.25; 21%4-5%, 

2058 Boys’ ‘and Yori Mah. Side, 
Ball Strap, 1-2, $3.50; 2%-5%. 


— Boys’ and Youths’ G, M. Side, 
$3.25; 216-514, $3.50. 

2008 Boys’ ‘and Youths’ G. M. Side, 

Strap, 1-2, $3.50; 2%-5%. 


School Shoes 


t as Have You : See 
Enough? as 


FOOTFORM LAST 
2030 L. G. and Youths’ Tan Calf 
ai. 91%4-18%, $3.25; 1-2, $3.75: 


A lete 1 f th a SCeE Oz, SAE IS, FS. 
complete line of the $4’ L. G. and Youths’ Mah. ‘Ca 
P RUBBER HEELS ON EVERY PAIR Bel, 2%4318%, Youthe Mian +15 










famous 


‘*Asborn”’ 


nature shaped shoes are 
ready for immediate 
delivery —order from 


Bal, $34. 18%, $2.75; 1-2, $3.25. 


ENGLISH LAST 
2031 Boys’ and Youths’ Tan Calf 
Bal, 1-2, $3.75; 2%-5, $4.00. f 


- ENGLISH 
LAST 






2033 Boys’ and Youths’ G. M. Calf 
Bal, 1-2, $3.75; 2%-5, $4.00. 
2035 Boys’ and Youths’ Mah. Calf 
Bal, 1-2, $3.75; 2%-5, $4.00. 
2052 Boys’ and Youths’ Maly, Side 
Bal, 1-2, $3.25; 2%-5, $3.50. 
2054 Boys’ and Youths’ G. M. Side 
Bal, 1-2, $3.25; 2%-5, $3.50. § 
Boys’ and Youths’ Mah. Side 
lh a Strap, 1-2, $3.50; 2%-5, 








the price list on op- Be 

© e 2094 B nd Youths’ G. M. Side 'y 
posite side. Bal Rall Sap ie a8nd ae TE 
4 7 All Rubber Heels 











No. 2035 








564 ATLANTIC AVENUE 


Harw ood & Co. BOSTON, MASS. 














REPCO—the enamel your patrons demand 






‘It keeps their shoes looking trim 
and new and stylish. 
Repco is made in all the fashionable 


Repco is a popular, easy-selling brand 
of heel and edge enamel. 









Your customers like it because “<img ; 
shades: white, ivory, light gray, dark 

It is easily applied—a brush with _— pray, champagne and Havana brown. 
every bottle. _ For sale by shoe findings jobbers. 






Make sure of a prompt delivery: or- 
der some Repco today. 





It clings evenly to the surface—it 
does not rub off. 












United Sho® , achinery Corporation, Boston 
J. K. Krieg Company, New York 
United Shoe Repairing Machine Company, Boston 
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VUSNERS 


e- v SCIENTIFIC 
SHOES 


TURNS end WELTS 























SI MCELMA CL 


It requires years to attain supremacy in 
any business endeavor. Once it is at- 
tained, what does it mean? 


Producing an article better than that of 

- any competitor—creating a demand for 
the product, successful marketing, and 
entire satisfaction of dealer and con- 
sumer. 


We would like to give you more details 
and some illustrations of our product. 
May we send you our merchandising 
plan covering in-stock styles? 


In the field of children’s footwear, 
Posner shoes stand supreme. 


Dh. A. POSNER SHOES, Inc. 


EXECUTIVE OFFICES AND DISTRIBUTING HOUSE 


L0-142 WEST BROADWAY, NEW YORK (ITY 


FACTORY - ROEBLING AND HOPE STS., BROOKLYN, N.Y. 





























DIR. POSNIER SHOES 




















WA 


91 
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Other Boston Black- 
ing Products: Boston have ever worked in a shoe factory you will 
Kid . He loth —- remember that Boston Blacking Company’s 
er, nijormer an H lish finish 

Polish, Kid Dressing, pete P and were used on 
Black Dye, Ooze ow Sees. 

Dressing, and Boston 
Dye and Polish. 





Now, you can obtain the same high grade 
Boston Line for your retail trade. The qual- 
ity is the same, the containers attractive, the 
price allows good profit. 


Boston White Kid Dressing, Boston Nubuck 
Powder (in bags), Boston White Canvas 
Cream and Canvas Dressing, and Boston 
White Heel and Edge Stain are popular sell- 
ers right now. 















If he cannot swfply you, 
write us. 


Soni White a pcseint., pie gh me | Dressing, tite r 7 
vas Cream and White Heel an ge Stain come ; 
a dozen, $22.32 a gross. Nubuck Powder is $1.50 a doz- East Cambridge Mass, ll S.A. 


en, $15.00 a@ gross. 


ee 


Ask your jobber. 









































“Hubtip” “No Metal Tip” 


Trade Mark, U. S. Pat. Off. 


SHOE LACES? 


If not, an Opportunity is Lost whereby 
you can gain 


SATISFIED CUSTOMERS AND REPEAT ORDERS 


“Hubtips” are made of Fine Quality 
Fast Color Braid 
Never Pull Off or Wear Tinny 


TODAY’S PRICE LIST 


Women’s or Men’s 27 in. per gro. Laces $2.00 
- eS ee 2.20 











Men’s 36 in. per gro. Laces $2.50 
“ 40 rT rr + or 2.70 
Voss * FF” ~*~ ~ si 2.90 
re “ « 54% % « ss 3.30 








Women’s 63 in. per gro. Laces $3.70 
i << eT 4.10 


ASSORTMENTS SUPPLIED—PACKED 72 SINGLE PAIR IN DISPLAY CARTON 


STOCK UP FOR THE COMING SEASON NOW 


FRANK W. WHITCHER CO., M’f’rs---Boston and Chicago, U. S. A. | 


SPECIAL 









































































August 13, 1921 id? BOOT -AND SHOE RECORDER 


‘=: > 2m \* 


SSE ist We ; AG 




















No, X471—Code ‘‘NELLIE.’’ Glazed Kid Margaret, No, X430—Code ‘‘MARION.”’ Bronze Kid Margaret, 
one strap, 12-8 Baby Louis Heel. Widths AA-D. 16-8 Louis Heel, Widths AA-D. $4.00 
Pri $5.75 In Stock at Newburyport only. 


SE ee 


and Newburyport. No. X4523—Code “STARLIGHT.’’ Silver Cloth Mar- 


No. X476—Code “‘ADELAIDB.” Black Satin Mar- garet, 17-8 Full Louis Heel. Widths AA-D. sy 

garet, one strap, 12-8 Baby Louis Heel. Widths an.75 In Stock at San Francisco, Boston, Kansas City and 

Price : . es Newburyport. 

In Stock at San Francisco, 

No. X470—Code *ANNIE.”’ Dull Calf No. X484—Code “FRANCES.” Dull Calf, 17-8 Full 

Baby Louis Heel. Widths AA-D. Price 5 Louis Heel. Widths AA-D. Pri $5.75 
In Stock at Newburyport only. In Stock at Newburyport and San Francisco. 





RSSHSSHR See ea He SHESRTSSSCCRST EE mat eeeneeeRseeenaeeuaaeaet 





No. X478—Code ‘“‘DALE.’’ Black Satin Margaret, one , + od , 

strap, 14-8 Junior Louis Heel. Widths AA-D. Price, No. X486—Code ‘‘JEANNETTE.” Imported Gold 

—— " Cloth Margaret, 18-8 Full Louis Heel. Widths AA-D. 

In Stock at Boston, Montgomery, Kansas City and $7.35 
Newburyport. In Stock at Newburyport only. 
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TSrrect Do dg e 


FOR ALL OCCASIONS 





No, X439—Code ‘‘VIOLET.”’ Tan Calf 
Samaroff, perforated, 16-8 heel, full faule. 


rete My at Newburyport _ with A-No. 1 Heavy 
Fine Soles, Is Ideal for 
Early Fall. 


In-Stock departments are main- 
tained at Newburyport, Mass., and 
the following points: 


cscs recess rereresrirrrirriiririTyTy 
(SSCS SSCS SS eee ee SSCS SSCRSSTRSS See 


[SSSR Se eee seen et 
Terr 


iRESReeseacerent 





PrP 


AILITITIITir li 
[sce eeeenesna a mms 








No. X457—Code ‘“MABBHPTH.’’ Tan Calf 
Margaret, one strap perforated, 13-8 Baby 
Louis Heel. Widths AA-D. Price. .$6.25 Boston, Mass., Kansas City, Mo., 
In Stock at Newburyport, Boston and Albany Bldg., 179 Lincoln St. 215 Sheidley Bldg. 
Kansas Ctiy. R. A. GILLETT, Manager H. W. DRAKE, Manager 


Montgomery, Ala., San Francisco, Cal., 
223. First National Bank Bldg. 770 Mission Street. 
H. N. WHEELER, Manager SOLLY SCHWEITZER, Mgr. 


(Seco cows se 


(2eeeee 

















TOC 








TREE 


Twenty-five cents a pair extra for two pairs or less on iny 
style. All goods sold F.0.B. Shipping Point. 
Terms, net 30 days. 




















No. X451—Code ‘‘KISMET.”” Tan Calf 


Nathan D. Dodge Shoe Co. 


Widths AA-D. Price $6.65 Newburyport, Mass. 


In Stock at Newburyport and Buston. 
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Groping in the Dark 





groping in the dark.” 


plexing problem. 


its place. 


dark. 





There are no dark spots in the Boot and Shoe Recorder circulation. 
Our records are audited by the Audit Bureau of Circulations. 


Time was when the purchase of advertising space was a “blind 
Advertisers had no means of checking a pub- 
lisher’s statement of circulation and often these figures were unreliable. 


In six years the Audit Bureau of Circulations has solved this per- 
By a systematic analysis of distribution and meth- 
ods this organization is able to supply just the data an advertiser needs. 
The darkness is dispelled and the bright light of verified facts takes 
Space buyers no longer find it necessary to grope in the 






















“Sturdy Little a of Real Merit.” 
Vamp, 8 Iron Sole, Natural Bottom. 
combinations: 

2/5 
206—Pat. Butt. White Kid Top, Plain Toe.. $1.80 
171—Pat, Butt. Black Cloth Top, Plain Toe.. 1.60 


153—Black Kid Butt., Whole Quar., Tip.... 1.75 
207—Brown Kid Butt., Whole Quar., Tip... 1.80 
108—Tan Calf Butt., Whole Quar., Perf. Tip. 1.80 
198—White Nubuck Butt., Whole Quar., Plain 

TD nnccc oc Kes 6 086.0058668608050 06000 1.80 
205—Pat. Butt., Grey Kid Top, Plain Toe 1.80 


—_— Butt. Champaign Kid Top, Plain _ 
111—Brown Kid Lace, Whole Guar., Pert! Pip. 1.80 
186—Tan Calf, Lace, Whole Quar., Plain Pg 1.75 
20S8—Tan Calf, Lace, Whole Quar., Perf. 1.80 
Patent Leather, Tan Calf, Gun and White “Nubuck, 





JAQUES & CLEMENT, Haverhill, Mass. 





IN STOCK NOW 


Children’s High-grade Turns in Up- -to-date Fall Styles. 
Grain Counters, Full 
Made in the following 


5/8 8%4/11 
$2.10 $2.45 





1 2.43 
1.90 2.25 
2.05 2,40 
2.10 2.45 
2.10 2.45 
2.10 2.45 
2.10 2.45 
2.20 2.55 
2.10 2.45 
2.05 2.40 
2.10 2.45 

Ankle Ties: 


$1.30, $1.55, $1.90. White Canvas, $1.00, $1.25, $1.55. Same Runs. 


Boston Office, 215 Essex Street 































Hudson Tubes affording direct communication 
with the Pennsylvania and Grand Central Sta- 
tions, also general Post Office and Railroad 
Stations at Jersey City. 


PLEASANT ROOMS 
FROM $2.50 UP 


CHE ){ ARGINIQUE 


(Affiliated with Hotel McAlpin) 
Broadway, 32nd and 33rd Streets, New York City 


Situated in Centre of Shopping District—Adjacent to Theatre Section 





Entrance from Hotel to New York Subway and The Restaurants offer a truly McAlpin Service 
—with Club Breakfasts, Special Luncheons and 
Dinners, also a la Carte Service. 
prices. 


600 Rooms 


All at moderate 


FRANK E. JAGO, 
Resident Manager 
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HIGHEST 

QUALITY 

] . LEATHER 
THROUGHOUT 


Made by the Improved Welt process (patented 
U. S. pat. off.). Uppers double fastened, first 
by being inseamed to insole, then Goodyear 
sewed to outsole. Lining, counters and box 
toes also permanently inseamed to insole. No 
tacks, nails, staples or wire fastening of any 
kind. Soles as pliable as on turn shoes. 


Improved 
Welt 
Means _— 


—longer wear 


—better 


comfort 


—fine and 
permanent 
shape 


—close edge 


—more 
waterproof 


No. 884—Mahogany calf, lace, Nature Shape last, one- 
piece leather insole, best quality overweight oak bend out- 
sole, custom twill lining, solid leather counter, spring heel. 


Stamped Pied Piper. INSTOCK—B, C, D and E widths— 


514 to 
814, to 
124% to 


No. 885—Button, as above. 


Also made to order in Glazed Kid, Gun Metal Calf, Patent Colt, Smoke Elk and Pearl Elk. We also make 


above styles of best quality kips: instead of calf at 15 cents per pair and at still lower prices made of side 


leather. 


We'll be glad to ship any order of these shoes with the strict understanding that if you are not entirely 
pleased with them upon examination, that they can be returned to us at our expense. 





We carry IN STOCK a com- 
plete line of other styles of 
shoes for boys, girls, youths 
and misses—made by the Im- 
proved Welt Process. Let 
us send you samples and 
quote prices. 











Manufactured exclusively by 


Maiathon Shoe 


Wausau, Wisconsin 
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Oxfords in Stock 


The season’s best and most popular styles in oxfords are here ready for at 
once shipments. 


{sl 


2 


Are you losing 
sales because of 
broken sizes? 


No. 753—Price $4.50 % No. 793—Price $4.50 
~~ a Goterd. 13/8 ) Me Hh Conse Soe a a - 1B 
t t. Ayiieas iat it: t. 
Heel. ote’ Rect. “4 v- { EE my Hew. Peete Lact. 
No. 771. xz = Tan Ca Sy =< S. State ESSE SES oa No. 799. Same — Calf. 
" = NM) By Myr oes le gy 1 . COCO a 
+H F HNN, =e 
c ‘or itee i, Sea . J i ; | ™~ Eee 


No. 766—Price $4.50 


Cocoa Calf. Two Strap. Imt. 
Tip. Welt. 13/8 om Broad- 
way Last. AA to C. 
nr ee sa og ‘ i W i, No. 765. Same in Black Kid. eT mH it “uy, 
3) gin: ‘ Hie Pric .25 = ; Wh \ il 
aa Mt 35-33 Pda" hay fTin er DF if} oe # Wy. 4 i, ne (OR ass on ee fn 


3 MMM 


wy: (Ste; <taearciai< 


Fill in from our 


No. 769—Price $4.50 | complete stock f oe 
Cocoa Calf Oxford. Tip and Ball ig HM] «= Tan Calf Oxford. Tip and Ball 
Strap. Welt. 13/8 Heel. Broad- ns department. ! Strap. 11/8 Heel. Welt. Princess 
way Last. AA to D. Mh A Last. 
No. 772. Same in Tan Calf. f Me, 390. Sete ta Sooce Gr 


Hoe NIU aN ey Lei ' DT v \ 
Mike ls 5 Mie eas (ee 


ah 
<3 | i] Lei \ p> is 
(BRS ft \ —* h "" a8 BeBe 1) Sehig" 


Thomson Crooker Shoe Co. 
18 Station Street, Boston 20, Mass. 
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STRONG SHOES for STURDY LADS 


Full Vamps, Best Quality Outer Sole 
Made in Black and Tan 





BUILT FOR A PARTICULAR 
SERVICE. 
EVERY INCH EXCEPTION- 
AL VALUE. 

FOR HUSKY YOUNGSTERS. 
MADE AT OUR PALMYRA 
FACTORY. 


IN STOCK FOR IMMEDIATE DELIV- 
ERY IN ALL WIDTHS and LASTS. 


All orders filled the day received. 


757—Medium round toe Blucher. Black or Tan. 
hi Ry eae $2.25 Youths’ 
Little Geeets’......<... al 


There is not a shoe that 
is being produced today 
that can compare with 
these numbers in price 
and service. 


755—English Last. Black or Tan. 
| POR ee $2.25 Youths’ 
Re GE co ccccnasd $1.85 


MCAS Yradey Co. 


Exclusive Makers of Best Shoes for Boys, Girls and the Babies 
SEND YOUR ORDERS TO THE FOLLOWING DISTRIBUTING HOUSES 
CHICAGO NEW YORK, N. Y. BOSTON, MASS. ST. LOUIS, MO. 
312 W. Monroe St. 123 Duane St. 100 Summer St. 1408 Washington Ave. 


PITTSBURGH, PA. PHILADELPHIA, PA. 
923 Penn Ave. 51 North Third St. 


FACTORIES 





Middletown 
Lebanon No. 2 


Annville Palmyra 
Lebanon No. 1 PENNSYLVANIA Elizabethtown 

















Tailor-Made 






Juvenile Shoes 











Factory Stock Service 


H. H. FREELAND 


Manufacturer 
ROCHESTER, N. Y. 







fdimkincctheceeenne EERE cc re ee 
; Juss ne we eee ae SAP a 





Established 1896 














Catalog on request 
A salesman in every State 


ie ke eng! 
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BUY OR RENT 


| ELLIOTT 
BUTTON ATTACHING 


METALLIC FASTENER 
MACHINE 




















STANDARD OF THE WORLD 








Thirty-two Years’ Continuous Service 


wake ON et ee. z dehy aot 


Consult Any Shoe Findings’ Jobber. 
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Home Case 
IN STOCK x 














Flexible McKay Kid 
COMFORT SHOES 


FOR RIGHT 
OW DELIVERY 


Black Glazed Kid 
Imitation Tip 
Oxford 


Leather Lined 


Quarter 


No. 425 at 
$2.50 





Black Glazed Kid 








2- Strap Sandal 


Leather Lined 
arter 


No. 452 at 
$2.30 
Same in One Strap 


No. 450 at 








$2.20 












BRANDAU SHO 


Sizes 24% to 8—D Width. 
Every Pair Guaranteed 
Other Numbers in Stock Also 


SIZE UP TO-DAY 
E CO. Detroit, Mich. 












Retails, $2, $3.50 


Fine Calf Leathers 


MANUFACTURERS OF 


Velvetta Calf — 
Tuscan Calf— 
Russia Calf — 





Strictly Fine Full-grain Calf Leather 


HUNT-RANKIN LEATHER CO. 


106 Beach St. 













APPROVED BY 
MEDICAL MEN 


As a sturdy support for the ankles of 
growing children and as a fully venti- 
lated shoe, the Burkley Ventilated Foot 
Developer is unexcelled. Well-known 
surgeons recommend its use. 


Boston, Mass., U.S. A. 





Make your stock of 
children’s shoes 
complete by sending 
your order today. 
Phone Brockton 2133 
for immediate. action, 


BURKLEY 
SHOE CO. 
1156 No. Main St. 
Brockton, Mass. 
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Patent Leather Three Buckle, 
Three Strap, Perforation all 
around, Imitation Straight 
Tip, Medallion, Military Heel. 
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USMC CORK INSOLES 


for men and women 


A NEW line of durable sheet-cork insoles, reason- 

ably priced. They are covered with hair or 
flannel in attractive colors, cloth-bound or lockstitch 
edges. Wrapped in packages of a dozen pair—=solid 
or assorted sizes. For sale by Shoe Findings Jobbers. 


Order some today. 


United Shoe Machinery Corporation - - 
J. K. Krieg Company, New York 
United Shoe Repairing Machine Co. . - 





Tain. AAPL OTA ATA ALTA AA AL 
= ey WIM 


he Lest Shoe For The Least Money _ 






MASTERS of STYLE 


TRAPS and buckles loom 
up big as leaders for Fall 
sales. Their striking ef- 

fects in Patent Leather plus 
artistic perforation, form a 
strong appeal; an appeal de- 
cid :dly feminine. 


MITCHELL-CAUNT CO. 


FACTORIES 
Lynn, Mass. 


BOSTON OFFICE 
72 Lincoln St. 





crit Cos 
Boston 
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Buyers’ Easy Reference Directory 








BOSTON, MASS. 





TANNERS CUT SOLE CO. 


Oak and Union Cut Soles of 
Oniform Quality, Cut and 
Sorted to Standards by Ex- 
perts. Enlarged Capacity and 
Variety of Grades enable us to 
supply all demands. 


Large Capacity—Prompt Service 
MANUFACTURING PLANT: 
90 Wareham Street 


DISTRIBUTION OFFICES: 


321 Summer Street 
BOSTON, MASS. 





NEW YORK, CHICAGO, CINCINNATI, MILWAUKEE, ST. LOUIS 















FORMS THAT FIT 


The Shoe Manufacturing Business 


Hano Forms are ruled to meet the special needs 
of the Shoe Manufacturing Business. Save Time 
and Labor. Show conditions at a glance. 
Send us a set of your present forms. Our 
Service Department will be glad to show you 
how we can simplify them. 


WE SAVE YOU 25 TO 33 PER CENT 
PHILIP HANO & CO. 


General Sales Offices 
Suite 252, 799 Broadway, N. Y. C. 
Factory: Holyoke, Mass. 




















A WANNALANCIT MOCCASIN 


Attractive, long-wearing slipper for home comfort. Made 
ef buck, deer or elk. Sizes for men, women, children and 
infants. Plain or Fancy. 
oe shipment of large orders as well as small. Con- 
tinuous service. Fac running to =: Interesting 
catalogs and price list sent at your request 
J. S. TURNER MANUFACTURING CO. 
133 Middle Street Lowell, Mass., U. S. A. 











IN STOCK 


Orders Shipped Same Day 


Received 


Cab Boudoirs— 









Kid Ballets— 
Childs’ 8%-11 .... 
Misses’ 11%-2 ....... 
Girl’s 2%-7 .......-- 


Net 30. 


THE BAY STATE SLIPPER CO. 


Terms 2% 10 days. 








HAVERHGILL, MASS. 





BOYLSTON 
vATIONL A ici ‘BANKS 





41 BEDFORD STREET, BOSTON, MASS. 











Kistler, 
SOLE LEATHER 
AND 


BELTING BUTTS 
TANNAGES 


St. Marys Mt. Jewett Burke Muskegon 


Lesh & Co. | 














FOREIGN BUSINESS 


Your overseas customer prefers to do business his 
way. If he does not read English, he ee be 
written to in his own language. Make it easy for 
him to understand your message. 

Our business is to translate English into French, 
and vice versa. Not ce letters, but catalogs, bro- 
chures, pamphlets, etc. 

Write the Editor, The Export Recorder, 207 South 
St., Boston, for his opinion of our work. 


D’AVESNE TRANSLATION BUREAU 
755 Boylston Street Boston, Mass. 
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ECAUSE they are sincerely interested in adding to 
their products the utmost of wearing value and trim 
appearance, many manufacturers are now equipping their 
shoes with Goodyear Wingfoot Heels. Though they 
could get other heels for less, they know there is no satis- 
factory substitute for Goodyear Heels. More people 
walk on Goodyear Rubber Heels than on any other kind. 
Have you noticed, too, the increasing popularity of Neolin Soles? Repre- 


sentative manufacturers are now offering a complete line of service shoes made 
with Goodyear-guaranteed Neolin Soles—durable, waterproof, comfortable. 


J BOOT HEELS 
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(Continued from age 85) 
New Store on West Madison Street 


Joe Simon recently opened a new 
family shoe store at 4035 West Madi- 
son Street. Mr. Simon is not a 
stranger in the retail shoe circles of 
Chicago, as he formerly conducted a 
large store on Roosevelt Road. 
Later, he was in the wholesale busi- 
ness, but his love for the retail busi- 
ness led him back into the old game. 


Leather Market Firm 


While prices of rawhides have not 
shown any marked change during the 
past week, or for two or three weeks 
back, yet there is a firmness in the 
market which did not exist two or 
three months ago. There is a 
stronger demand from tanners, which 
indicates that the men of this indus- 
try are gaining confidence in the 
future. 

Tanners are holding more firmly to 
their prices and shoe manufacturers 
are accepting the prices made by tan- 
ners as being fair, and there is less 
tendency toward bargain hunting. 
There is a marked improvement in 
the demand for black leathers, both 
in kid skins and calfskins. Boarded 
calf and boarded kip are both receiv- 
ing considerable attention, which in- 
dicates that merchants are buying 
black shoes in larger quantities. 

Sole leather prices are also show- 
ing a tendency to firmness, and while 
tanners are not filling their vats far 
beyond the anticipated demand, yet 
they are holding pretty firmly to 
quoted prices. 
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Defaulting Banker Took a Shot at 
Leather 


The attractiveness of leather as a 
speculation did not escape the atten- 
tion of Warren C. Spurgin, the de- 
faulting president of the Michigan 
Avenue Trust Company. He is re- 
ported to have bought $450,000 worth 
of rawhide tanned leather at the 
peak price. This rawhide had to be 
tanned and the bank, which made the 
loan, hired a tanner to finish the 
leather. It is estimated that the 
leather, when finished, will bring just 
about enough to pay transportation 
and tanning expenses. This is a fair 
example of the way a number of per- 
sons got stung through the belief that 
there was a whole lot of money to be 
made in the leather business. 


Special Sales Still Continue in Retail 
Stores 


Both loop stores and those in the 
outlying districts are continuing spe- 
cial price clean-up sales. One large 
South Side store is advertising all its 
women’s low cuts at $4.85. Many 
other stores are making prices on 
each individual lot, in many instances 
these prices representing only about 
one-half or a little more of the orig- 
inal marked price. While low cuts 
will produce the large percentage of 
business during the early fall months, 
the merchants are anxious to clean 
up all the short lots and have an en- 
tirely clean, fresh line to show for 
early fall wear. 
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Foster’s Advance Notice Crowds 
Store 


According. to their usual custom, 
the F. E. Foster store mailed letters 
to their customer list on July 27, an- 
nouncing their clean-up sale, to begin 
Aug. 1. The letter informed the re- 
cipient that she would be entitled to 
the special sale price in advance of 
the regular sale period. All day Fri- 
day the store was crowded to its ca- 
pacity, and Monday morning the 
street was lined with limousines when 
the store was opened. 


New Children’s Department Opened 
at Ruby’s 


The Alfred J: Ruby store on Wash- 
ington Street, between Wabash and 
Michigan, has recently added a chil- 
dren’s shoe department and has dis- 
continued the men’s department. 

The Ruby store carries only the 
real top grade lines and the children’s 
department will feature correspond- 
ing grades of footwear for children, 
misses and growing girls. Some new 
ideas, both in styles and merchan- 
dising methods, will be carried out in 
this new department. 

This unique children’s department 
is under the management of E. W. 
Piper, who is recognized as one of 
the most successful merchandisers of 
children’s shoes in the country. 

The men’s department of Ruby’s 
has been successful, but Mr. Ruby 
felt that a larger volume of business 
could be built on children’s shoes than 
on men’s shoes, and there was not 
room in the store for both depart- 
ments. 











‘ “PEP” IN WORK SHOES 


Present Tendency Is Toward Foot- 
wear Which Is Durable and 
Yet Flexible 


Rep WING, MInN.—Men who work 
on farms, in factories, and even on 
railroads, are demanding shoes of 
neater appearance and shoes that will 
permit quicker action of the body. 
Some work shoe factories have al- 
ready recognized this fact; others 
have yet to wake up to changed con- 
ditions. William B. Johnson, sales 
manager of the Red Wing Shoe Co., 
Red Wing, Minnesota, in talking over 
this matter recently, said: 

“For several years we have seen 
the gradual breaking away from the 
heavy, clumsy type of work shoes 
with nailed or pegged soles made on 
blocks of wood that scarcely were de- 
serving of the name of last and a 
decided swing toward a lighter, more 
supple and better fitting type of serv- 
ice shoes. The late war probably 
exerted a greater influence in this 
direction than any other one thing 
that ever happened. 

“This factory has found itself face 
to face with the problem of supplying 


shoes that will give adequate service 
and yet meet the demand for better 
looking and more comfortable shoes. 
We feel that we have solved the prob- 
lem by using tannages of upper 
leather that have weight and durabil- 
ity and yet are pliable. Jumbo oak 
outsoles have solved the problem of 
making a shoe with the wanted flex- 
ibility and yet having the necessary 
wearing qualities. 

“Boys’ shoes for general wear have 
followed along the trend of men’s 
shoes. Shapely lasts that have plenty 
of toe room and yet hug the foot close- 
ly around the instep and heel are 
necessary for growing feet. As boys 
reach maturity and the bones of their 
feet become more hardened, modified 
English lasts, if plenty of toe room 
is provided, are not injurious. But, 
good workmanship is an essential in 
boys’ footwear as much as it is in 
foot coverings for the grown-ups. 
Quality, both in materials and con- 
struction, is vastly more important 
in making a service shoe than mere 
price. Too many merchants have 
failed to recognize the business build- 
ing power of good, honestly-construct- 
ed service shoes for men and boys.” 





NEW SHOE STORES 
The Cinderella Boot Shop (Sid L. Laz- 
arus, proprietor), Criterion Theater 
Building, Oklahoma City, Okla. 
The Senack Shoe Store (O. C. Hobart, 
proprietor) (rear of Harry Katz’s 
women’s wear shop), Oklahoma City, 


Okla 

Walk- Over Shoe Store (Thomas W. Oliver 
in charge), 349 Main Street, Worces- 
ter, Mass. 

N. & E. Schwartzberg, Rusk, Texas, shoe 
department. 

O. A. Margraf, Pomeroy, Wash. 

R. & F. Shoe Store, 179 Pleasant Street, 
Malden, Mass. 

a Misik, Lake View, Ill. 
M. Barnes, Flint, Mich. 

D: B. Robinson Co., Inc., Covington, Ga., 
shoe department—about to commence 


business. 
BUSINESS REVERSES 
Toney, Ala.—Bates Bros., bankruptcy 


petition reported. 

Boaz, Ala.—E. P. Dooley reported offer- 
ing to compromise at 33% per cent. 

Fresno, Cal.—Jacob Israel, bankruptcy 
petition reported. 

New Britain, Conn.—The Bootery Shop 
1eported offering to compromise at 
75 per cent. 

Chipley, Fla.—M. M. Schneider, bank- 
ruptcy, first creditors’ meeting June 


29. 

Dublin, Ga.—L. Baum, bankruptcy peti- 
tion reported. 

West Point, Ga.—Jacobs Bros. reported 
offering to compromise at 15 per cent. 

Chicago, Ill_—Earl L. Thornton, 2158 E. 
7ist Street, reported assigned. 

Flora, Ill.—J. H. Tonge, bankruptcy peti- 
tion reported. 


Gary, Ind.—Harry Mages, bankruptcy 


petition reported and offering to com= 
promise at 20 per cent. _ 
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THE “CLEOPATRA” 
PRICE $7 00 


(Made in Haverhill) 


Duane Shoe Company, 

















THE LATEST PARISIAN SENSATION 


2 202 


Am Oma wm 


143 Duane St. 
New York, N. Y. 

































August 13, 


1921 
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A NUNN-BUSH SUPERFINE SHOE 


No. 563—A new brogue made up of No. 4 
Norwegian calf, rawhide doubler, stitched 
heel, on our new brogue last. One of the fall 
styles which is also made in black Norwegian 
or boarded tony red calf at $7.00. 


NUNN-BUSH & WELDON SHOE CO. 


WISCONSIN 


MILWAUKEE 


mM as 


G Li ini f dil 


L255 
3 IASLEe 5 


Makers af Fine Shoes 


or 
rv 


peal ail i ih 


RYEYNEYNEYAYEV YE ENE VON 











AY <YaY—VAYE WAVE WAVE VAY= VV = YEON 


ik iWin Qi 























i ti i iis il hk EOE 






































August 13, 1921 





BOOT AND SHOE RECORDER 


A Sure “Pot” 


Jet Black Levor Buck 
Black as the Ace o’ Spades 
The other Three, no longer “Strangers” 
you get ’em in the Deal 
““Closeknap”’ 
“Good substance”’ 
‘““Non-smut”’ 
Don’t ‘Ask your neighbor” 
Give it a “boost” 


\ SgVvOR. 62 C 
UE INERS OF cap, 2 ‘Ing 


york MILWAUKEE GLOVERs,, 
o STON Sr, LOGE, Ny 
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NEW ENGLAND MADE 
STYLEFUL TURN SHOES OF THE BETTER GRADE 


—IN STOCK—- 








No. 842 


No. 842—Skinner’s No. 5404 
black satin 2 strap. 17-8 full 
Louis heel. Heavy turn sole. 


Price $5.50 


Widths AA 3%-7 


NZ 


No. 856 
No. 856—Surpass Black kid, 
one strap. Heavy turn sole. 
Full Louis Heel. 

Price $5.75 
No. 860—Same style in Peter’s 
Wht. Reighskin. 1 strap. Full 
Louis heel. 

Price Aug. 1, $3.00 


A 3%-7% B 3-7% 


No. 841—Skinner’s No. 5404 
black satin 1 strap. Heavy turn 
sole, Baby Louis heel. 

Price $5.50 
No. 857—Same style in Surpass 


Black kid. 1 strap. Junior 
Louis heel. 
Price $5.75 
C 2%-7% 





ELLIS-EDDY COMPANY, Shoemakers 


uaracensnsuncneeevea 





Terms—net 10 days 


HAVERHILL, MASS. 








ae 


public on terms that are attractive. 
are in the Hub. 














|! modations. 





HOTEL 


OPPOSITE SOUTH STATION Ganex 


T BOSTON, MASS. 
400 rooms, 300 baths, $2.00 a day and up. 


A perfectly equipped hotel, centrally located, whose doors are wide open to the traveling 
Test the scope of “Essex” service the next time you | 
It is always best to make reservations and be assured of preferred accom- 


THE ESSEX HOTEL COMPANY 


ABSOLUTELY FIREPROOF 
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Trade-marks in Foreign 
Countries 


Do you Realize the Importance of Protecting your 
Foreign Trade in Cuba, Mexico, the South American 
Countries and also in Europe, Asia and Africa? 

Certain Foreign Countries award exclusive trade- 
mark rights in a trade name or mark to the first 
applicant, irrespective of prior use by another. This 
allows the piracy of valuable Trade-marks in such 
countries. 

The Boot and Shoe Recorder maintains a Patent 
and Trade-mark Department fully equipped to 
promptly handle your applications for Registration 
of Trade-marks in all Foreign Countries, as well as 
in the United States. Address all inquiries to Boot 
and Shoe Recorder Patent and Trade-mark Depart- 
ment, 207 South St., Boston, Mass. . 





PITTI 








SUNGSURGEECERCCSLARGESSCREOSSSERSERLESESESECUSESERCGRSEORCCLER CREE ROESESURLEREDOSGHSEROR ETE 





No. 7206 
Children’s Barefoot Sandal and Play Moccasin 


BOWS MOCCASINS 


Bows Made, Best Made. Footwear is Practical, Durable and Stylish, 
Retails from $2.50-$3.50. 


Made by : 
BOWS MOCCASIN CO. AVON; MASS. 
(Brockton District) 


t 
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No. G5005 


All Satin Mule, Half Louis Heel. 
Colors—Pink, Blue, Lavender, 
Rose, Copen, Black and Black 
Vamp with above colored Linings. 


Sfainsoumto 


Reg. U. S. Pat. Off. 


Fall Line Ready 


Samples on Request 


Satin Boudoir Slippers Add Prestige to Your Other Lines 





Sizes 3 to 7......$2.25 per pr. 
No. G5104 
Satin Quilted Mule, half Louis 
de Th 3 Heel, braid trimming. Colors— 
° ° Ne Pink, Blue, Lavender, Rose, 
TERMS. —2/10 ? Copen, Black, and Black Vamp 


with above colored linings. 


85 WH Ave. New-Llore 





Sizes 3 to 7...... $2.25 per pr. 





Jain. Dealings Win tanto 











Buying in Bulk 


Grocers used to display their wares by placing them in 
bushel baskets on the sidewalk. In those days customers often 
paid for dirt when they were buying coffee. 


Then came the day of standardized merchandise. Grocers 
gradually learned to sell their wares in sanitary packages, trade- 
marked for definite quantity and quality. 

Advertisers used to buy space in publications “‘in bulk.”’ 
Like the old-time grocer’s customers, they frequently received 
as much refuse as “‘coffee.”’ 


The Audit Bureau of Circulations has done for advertising 
what standardized merchandise has done for the consumer. It 
has marked circulation with a stamp of accuracy. 


In the Boot and Shoe Recorder’s circulation an advertiser 
buys a definite and known quantity. Its records are audited 


by the A. B. C. 
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LINE WANTED 


FOR RENT 


MISCELLANEOUS 





OTICE to manufacturers of shoes, hose 
and Findings. Opening of New Shoe 
Store., McGowan-Murphy Shoe Co. The 
latter part of August and through Sep- 
tember we will be in the market for a 
complete line of medium priced shoes, 
Men’s, Boys’ Ladies’, Misses’. Same to 
retail under $8.00. Also a line of Hose 
and Findings. What have you to offer? 
Address all communications to W. S. 





MURPHY, 7813 Walker Ave., Birming- 
ham, Ala. 

ANTED a manufacturer’s line of 

Ladies’ novelty shoes to sell in New 


Established trade. 
Address K-480, care 
127 Duane St., 


York or on road. 
Best references. 
Boot & Shoe Recorder, 
New York City. 





HOE TRAVELER with established trade 
in Chicago, Illinois and Indiana wants 
good medium high grade line boys’ and 
youths’ shoes as side line. Address C-725, 
care Boot & Shoe Recorder,, 189 West 
Madison Street, Chicago, Illinois. 


HOE TRAVELER with eatabitenet mate 
in Chicago, Illinois and Indiana wants 
good medium high grade line Misses’ and 
Children’s shoes as side line. Address 
C-726, care Boot & Shoe Recorder, 189 
West Madison Street, Chicago, Ill. 


IR RENT—Very desirable store in main 
business section of Springfield, Ohio. 
Long lease. Communicate with STER- 
a? JEWELRY COMPANY, Dayton, 
hio. 








WANTED TO PURCHASE 








WANTED TO BUY 


Shoe stores or stocks within a 
radius of 400 miles of Pittsburgh. 
Will terminate short leases or con- 
tinue the business if justifiable. 
Address W. C. SMITH & CO., 
Johnstown, Pa, 








Cash Buyers 


Of general lines of footwear. Will handle 
stocks of any size. Business transactions 
strictly confidential. Address C498, care 
Boot and Shoe Recorder Publishing Co., 207 
South St., Boston, Mass. 











FOR SALE 


OR SALE—Beautifully arranged and 
elegantly furnished exclusive shoe 
store in city of 7,000 population in South- 
west Mountain State. Good business, 
strictly cash. About $10,000.00 invest- 
ment.* Address C-737, care Boot & Shoe 
Recorder, 207 South St., Boston, Mass. 





DO YOU KNOW? 

that you can buy it—or 

sell it—through the 

: “Where to Buy” columns. 

P This feature in its quick 
service is a time saver in 

meeting immediate needs. 








Display Fixtures 
We Make a Specialty 
of Shoe Fixtures 
Glaes Fixtures 
Ask for catalog ‘‘G.F.”" 
Period Wood > 

Ask for — 
Window Valan 
A big stock for Gnaeliate Gettvers. 
Ask for samples. 
Window Rag 
& big line. Samples of SSetestate and 
illustrations in colors sent. 
Decorating Plush 
Ask for samples. 


The Hecht Fixture Co. 
Medinah Bidg. Chicago 
Wells St. and Jackson Bivd. 


NEW YORK SHOW BOOM 
%-67 EB. 12th, Bet. Broadway & 4th Ave. 











#e ¢ [ADDERS 








SPRAGUE) 


UT 


MT 



































OR SALE—Retail shoe business, old 
established location, Tennessee City, 





over 125;000 population. Volume 
$100,000.00. Modern front. Address C-739, 
care Boot & Shoe Recorder, 207 South 
St., Boston, Mass. 
OR SALE—Shoe stock and electric re- 
pair outfit. Established business 
doing $12,000 a year. Low rent. Good 
location. A profit - maker. JACOB 


Illinois. 


BURKHARDT, Palatine, 


OR SALE—Shoe Store. 





In a live 


Eastern Oklahoma Town. Clean 
stock, new fixtures. Long lease. Cheap 
rent. Doing good business. Stock and 
fixtures will invoice about twenty 
thousand. Address C-731, care Boot & 
Shoe Recorder, 207 South St., Boston, 
Mass. 





OR SALE—One hundred cases of 
Women’s Fine Grade Black Kid, 
and Patent Oxfords, Leather Louis 
Heels. Will entertain any reason- 
able offer. Address C-732, care 
Boot & Shoe Recorder, 207 South 
St., Boston, Mass. 

















FOR RENT 


ISPLAY ROOMS—In the heart of New 
York shoe district, 127 Duane Street, 

for manufacturers and wholesalers who 
wish their line shown permanently in 
this territory at small cost. Address 
K-479,, care Boot & Shoe Recorder, 127 











Duane St., New York aaa 
No <4 ny policy an i may 
> 
— Fg sist 
Enonesdan all 











Send all replies to Boot & Shoe Recorder, 207 South St., 


(Continued from page 43) 
Watch the Little Services 


“Another thing, I have a boy 
in the store who does things a boy 
can do, and among other things, I 
make it a practice to offer to have 
him carry down to the corner to 
the street car line the parcels of 
any customer who wants to go 
right down there and take the 
Broad Street car. It isn’t often he 
has to go, but when he does, you 
may be sure I get the good will of 
the woman for whom we do that 
little service. Oh, I run a service 
store just as far as I can, and the 
more I can do for folks, the better 
I like it—partly because it pays, 
partly because I kind of like the 
sensation.” 

Much of what Bixby told me was 
new to me and it opened my eyes 
to some of the things a man can do 
on a side street to bring trade his 
way, and do it too without spend- 
ing a whole lot of money. I said 
as much. 

“You’re right,” Bixby replied. 
“It isn’t a big capital a fellow 
needs so much as it is a lot of am- 
bition and a fair amount of in- 
genuity.” 














COOETTTT 

NU RHEL 
ii 
8 
“a 


To provide adequate 
storage facilities for shelf 
stock —to make it accessible 
and convenient for clerks and 
stock men to with absolute 
safety - to insure quick service for 
(-’ wholesale or retail trade—install one 
/ er more MYERS NOISELESS 
a — ae LAD- 
Deep steps, length 
hand grips, rubber tires, overhead track system, 
firm construction throughout, eliminate vibration 
and noise and produce a ladder of ample 
strength for safety, convenience and efficiency. 
a 1s eg ry neat of design -sitvantiod 
— any height — 
aoe — meets most 
requirements. 
























We Buy for Cash 


Manufacturers’, Jobbers’ and 
Retailers’ Surplus Stocks, Jobs, 
Close outs. 


NO QUANTITY TOO LARGE 
We also purchase entire stocks 
from retailers or manufacturers. 
Send us particulars of what you 
have for sale. 

Short Term Leases Taken. 

We Pay Highest Cash Value. 


wn AN PRAAG & CO. 
-» Martin Posner, Man 
"09 ——, New Yor 


Telephone Canal 9597-9598 


Boston, Mass, unless otherwise noted in advertisement. 





























August 13, 1921 


BUSINESS CHANGES 


Moodus, Conn.—Shenkman Bros., shoes, 
etc., will discontinue. 

Anderson, Ind.—Philip Cohen, shoes, etc., 
closing out. 

Paolo, Kan.—Bunyan & Southard, shoes, 
etc., closing out. 

Paducah, Ky.—Harbour Department Store 
Co.. shoes, etc., capital increased to 
$100,000. 

Georgetown, Ky.—Levy & Kravetz, shoes, 
etc., will dissolve. 

New Liberty, Ky.—vVallandingham & 
Haskel, shoes, etc., succeeded by 

J. A. wd. 

Blackduck, Minn.—N. E. Holmberg, shoes, 
ete., reported sold out to Western 
Sales Co. 

Detroit, Mich.—Harry L. Stevens & Co., 
shoes, etc., incorporated with capi- 
tal of $15,000. 

Cloquet, Minn.—John E. Feldt, shoes, 
ete., reported sold out to Anderson & 
Ss 


on. 

Melrose, Minn.—M. Kleber, shoes, etc., 
succeeded by Kleber & Schlicht. 

Lansing, Mich.—Shubel’s Children’s Boot- 
ery, Inc., has been incorporated with 
a capital of $6,000 to deal in chil- 
dren’s footwear. The incorporators 
are Karl P. and K. B. Shubel, and 
Logan C. Urquhart, Lansing. 

Stella, Mo.—Williams & Carter, shoes, 
ete., succeeded by Carter & Strick- 
land. 

New York City—The Bartwell Shoe Co., 
a New Jersey corporation, has filed 
notice of organization to operate in 
New York with a capital of $125,000. 
D. Morton is representative. 

Passaic, N. J.—Samuel Marcus (622 Main 
Street), shoes, reported sold out to 
Alex Wasserman. 

Newark, N. J.—United Shoe Stores, shoes, 
incorporated with authorized capital 
of $1,000,000. 

Brooklyn, N. Y.—Fine & Roth, shoe manu- 
facturers, succeeded by the Premier 
Shoe Co., Inc.; capital, $40,000. 

Keystone Shoe Mfg. Corp., shoe 
manufacturers, incorporated with 
capital of $5,000. 

The G. R. & K. Shoe Mfg. Co., has 
been incorporated with a capital of 
$10,000 to manufacture men’s and 
women’s shoes. The incorporators 
are S. Rabkin, E. Glusker and H. 
Rivkin. 

Boswell, Okla.—Bonner Dry Goods Co., 
shoes, etc., succeeded by Collins Dry 
Goods Co. 

Cincinnati, Ohio.—The Holters Company, 
shoe manufacturers, incorporated with 
capital stock of $2,000,000, an increase 
of $1,400,000. Of this sum $77,220 is 
to be employed in the business in 
Illinois. The incorporators are: 
President, J. G. Holters; secretary, 
T. G. Thepe; directors, F. T. O’Brien, 
B. J. Holters, Edward Ritchie, J. P. 
Orr and R. K. Leblond, of Cincin- 
nati. J. P. Orr, a director, is presi- 
dent of the National Shoe Retailers 
Association and also directing head 
of the Potter Shoe Co. of Cincinnati. 

Harrisburg, Pa.—The M. M. Nicely Shoe 
Co. has been incorporated with a 
capital of $50,000 to manufacture 
boots and shoes. The incorporators 
are M. M., M. L. and C. C. Nicely. 

Marshfield, Wis.—Rose Bros. Co., shoes, 
etc., reported sold out to the McCain- 
Johnson Co. 

Elma, Wash.—Combes & Co., shoes, etc., 
reported sold out to A. W. Goodman. 

Brooklyn, . Y¥.—Samuel Weisman, 74 
Avenue C, meeting of creditors called 
for June 23. 

Brooklyn, N. Y.—Benj Yatkowitz, 2207 
Fifth Avenue, fneeting of creditors 
called. 

abor, N. C.—Spivey and Ward, bank- 
ruptcy petition reported. 

Fairmont, N. C.—Purvis Wayne, meeting 
of creditors called for June 21. 


Barberton, O.—Ben Madoff (General 
Merchandise Co.) bankruptcy petition 
reported. 

Cleveland, O.—S. Konnin, bankruptcy 


petition reported. 
Youngstown, O—Globe Shoe Co., bank- 
ruptcy petition reported. 


Meadowlands, Pa.—Daniel Riflin, -com- 
promise reported effected. 
Philadelphia, Pa.—Julius Gessoff, 824 


South Street, bankruptcy petition re- 


ported. 
Pittsburgh, Pa.—Louis Eckert, reported 
offering to compromise at 50 per cent. 
Providence,. R..I.—Marcus Sharp, bank- 
ruptey petition reported. 
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MISCELLANEOUS 


MISCELLANEOUS 











Metal Shoe Fitting Stools 


and Floor 
Mirrors 






No. 141 


write tr THE CHICAGO 


Oatalog 
and Prices 


WIRE CHAIR CO. 


621 N. La Salle Street 
Chicago, Ill. 














Bicycle 
STEP 
LADDERS 


are made 
in many 
styles and 
to fit all 
kinds of 


shelving. 
Send for cata- 
log giving full 
description 
and prices. 
REET 
THE BICYCLE 
STEP LADDER 
COMPANY 
67 Randolph St, 
Chicago, lil, 








CASH PAID 


for shoe stores or surplus stocks of shoes or 
for other merchandise. Leases taken over. 
We will send a representative to investigate 
and make offer upon request. 


Kalter Cerf. Mercantile Co., Inc. 


591 Broudway New York Cit 
Phone Spring 5160-5161-5162 . 




















Milbradt Rolling 
Step Ladders 


are made in a great many 
styles to suit all kinds 
of stores and shelving. 
They will enable you to 
get along with less help, 
save the wear and tear 
on your shelving and 
help the appearance of 
your store. Shipped sub- 
ject to approval and sat- 
isfaction guaranteed. 

Write for our latest cat- 
alog showing 18 styles 
of ladders as well as 
other store fixtures, 


Milbradt 


Manufacturing Co. 


2416 No. 10th St. 
ST. LOUIS, MO. 





SHOE STORE 
CHAIRS 
SETTEES 







WINDOW DISPLAY FIXTURES 


The OSCAR ONKEN Co. 
1154 4th St., CINCINNATI, OHIO 




















WANTED TO PURCHASE 








We buy quick and pay highest cash price 
for retail and wholesale stocks of shoes or 
any other merchandise. 

t. 


Jee 
‘or 80 years our specialty. 

Bank and mercantile reference. 
BROOKLYN PURCHASING SYNDICATE 
FRANK WALKER, Proprietor 
610 Broadway, Brooklyn 
Phone Stagg 1757 














The NEW YORK EXPORT : 
PURCHASING CORPORATION 


515-517 Broadway, 
New York City, N. Y. 


! Surplus Stocks } 


Entire Stocks 


FOR 
CASH 


WILL 
BUY 








DO YOU CONTEMPLATE 


Retiring or going out of business? 

ay value for your surpl 

stock of ‘thoes. ry entire or us 
ses having a short term 

over. Established 26 years. - 


I, OLENICK 


413 Broadway, New York. Tel. 9531 Canal 








Highest Cash Prices Paid 


for entire shoe stocks. We also buy your 
surplus or slow sellers, Quantities no ob- 
ject. Retail or wholesale. Short term leases 
taken off your hands. Wire or phone us. 
: -- _aacemmanee confidential. Established 


GLAUBERG & CO. 
296 Church St., New York, N. Y. 
We also purchase clothing, hats, furn 
goods, etc. Phone Canal 411 








ATTENTION OF 
Shoe Manufacturers and Jobbers 


We are soliciting co ments of general 
lines of footwear, and will also make liberal 
cash advances neeeny. 
CANTOR & WOLPERT, INC., 
—Auctioneers— 
653-655 Atlantic Ave. Boston, Mass. 
Opposite South Station 








Ideal Li 
a techare te 


Fifteen Styles. Satis- 
Gua 


faction 
Lasts a Life-time. 


Write for Catalogue. 


Daynite 
Furniture Mfg. Co. 


213 Chouteau ‘Trust 
Bldg. St. Louis, Mo. 
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CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


es OSITIONS WANTED—Four cents per word for each 
Recorder” rates for space less than one-eighth Pinsertion. Minimum amount accepted, seventy-five 
page per issue: cents. For other ‘““‘Want” advertisements, seven cents 
r word for each insertion. Minimum amount accepted, 

Space itime 7times 13times 26times 652 times 1.25. Ads under this heading will be received up to 
: noon, on Friday of week preceding publication date. 

1 in... $5.00 $4.00 $3.50 $3.00 $2.50 . =e saverstents Gesive a to bay in a of 
= office, twelve words must be allowed in each advertise- 

2 in... 10.00 8.00 be pon ne ment for address. When advertisers desire replies for- 
8 in... 15.00 12.00 10. t i warde rect to their address, e word of the address 
. must be counted in the advertisement and paid for accord- 

4 in... 20.00 16.00 14.00 12.00 10.00 ingly. Answers to ads must be sent under letter postage. 




















Payment in advance is required, except when regular advertisers, as amounts are too small to open accounts 




















SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 





SALESMAN WANTED — Line consists 
of about ten numbers, misses’ and 
children’s and boys’ medium priced Good- 
year Welts, carried in stock; excellent 
side line. Men with experience and 
following will only be considered. 5% 
commission. Write full particulars. Ad- 
dress C-708, care Boot & Shoe Recorder, 
207 South St., Boston, Mass. 





S ALESMAN — Carrying line of ladies’ 
shoes thru Ohio, Indiana, Illinois, 
Michigan, Wisconsin, to carry side line of 
buckles and novelties, for established con- 
cern. Give references with reply, advis- 
ing territory. Address C-710, care Boot 
& Shoe Recorder, 207 South St., Boston, 
ass. 





S ALESMEN— Feit Slippers and Bathing 
Shoes—Thoroughly experienced sales- 
men to represent leading line of Felt 
Slippers and Bathing Shoes. Straight or 
side line. Several territories open. 
Wonderful opportunity for live wires. 
Prefer men having established trade. 
Commission basis only. Address with 
full particulars. Address C-724, care 
Boot & Shoe Recorder, 207 South St., 
Boston, Mass. 





ANTED—Experienced salesman _ for 

Ohio to sell our line of Children’s Turns 
from Moccasins to size eleven to Retail 
Trade. Every number carried on floor. 
Samples can be carried in small grip. 
We have a well established trade to turn 
over to the right man. Strictly commis- 
sion basis. Reply at once with references. 
Address C-727, care Boot & Shoe Recorder, 
189 West Madison St., Chicago, II. 


A NEW YORK CITY Women’s and 
Children’s (in stock) popular price 
Novelty Shoe House require the services 
of several resident A-1 salesmen, for 
territories in New York, Connecticut, 
Rhode Island, New Jersey, Maryland and 
Western Pennsylvania States. We have 
a splendid proposition for men with ex- 
perience and established trade. Apply by 
letter stating full details. Address C-728, 
care Boot & Shoe Recorder, 207 South St., 
Boston, Mass. 





ANTED—Salesmen to sell our Goodyear 
Welt Canvas Scout Shoes as a side 
line. Only a few numbers which are 
attractive and fully guaranteed. Write 
at once stating territory covered. Ad- 
dress C-714, care Boot & Shoe Recorder, 
207 South St., Boston, Mass. 





ALESMEN with established trade 
wanted to carry our snappy specialty 
line of 3 guaranteed Tuff Tip boys shoes. 
Commision 6%. Only men with estab- 
lished trade need apply. EXCELSIOR 
SHOE & SLIPPER CO., Cedarburg, Wis. 





WANTED—Cracker Jack man familiar 
with the States of Pennsylvania, 
Michigan and Ohio, to handle our quick 
selling and well established line of 
Children’s, Misses’, Growing Girls’, and 
Women’s Staples and up to the minute 
Novelties. For further information ad- 
dress communication or call in person. 
NU-WAY SHOE COMPANY, 161 Duane 
Street, New York City. 





WANTED — Salesman with established 
trade in various territories to carry 
as side line popular priced line of In- 
fants’ turn shoes and first steps. One 
hundred styles in stock for at once ship- 
ment. Stock carried in Pennsylvania. 
Will prove a money maker for salesman 
carrying men’s or women’s _ shoes. 
Liberal commission and good deliveries. 
Reply in confidence stating territory 
covered, line carried and give reference. 
Address C-733. care Boot & Shoe Re- 
corder, 207 South St., Boston, Mass. 





WANTED—Salesman for the following 

States: Virginia, West Virginia, Ken- 
tucky, Tennessee, Indiana and Michigan, to 
carry as side line popular priced Infants’ 
turns and first steps. Everything carried in 
stock. Liberal commission. Good de- 
liveries. This will be an at once delivery 
season. Line now ready. Address 
FINKELSTEIN SHOE COMPANY, 907 
Venn Avenue, Pittsburgh, Pennsylvania. 





XPERIENCED resident salesman 
wanted to carry as a side line a 
short snappy popular priced Women’s 
Novelty Shoe line carried in_ stock. 
Liberal commission. Address C-729, care 
Boot & Shoe Recorder, 207 South St., 
Boston, Mass. 


SALESMEN—Side Line of either Boys’ 
Welts or Children’s, Misses’ and 
Growing Girls’ McKays and Welts, or 
both. Territory in Middle and South 
Atlantic States. Commission. Address 
K-478, care Boot & Shoe Recorder, 127 
Duane St., New York City. 











SALESMAN WANTED 
Experienced Salesman of ability 
with established trade. If desirous 
of making a change, advise us at 
once. We manufacture and dis- 
tribute the 3 W’s Lenox Shoes, 
also carry a complete Jobbing Line 
of the best. WEIMER WRIGHT 
& WATKIN CO., 35 S. Second St., 
Philadelphia, Pa. 











WANTED—Experienced salesman and a 
hustler for Iowa and Northern Illinois 
to represent Rochester’s leading factory 
line vf Juvenile Turns and spevialties in 
infants’ shoes. Our line can be sold with 
one other non-conflicting line and we have 
a fine proposition for a real salesman. 
In application, state full particulars in- 
cluding length of time you have traveled 
in the territory. If you can sell a real 
line backed up by a modern factory pro- 
ducing shoes successfully for the past 
twenty-four years, send in your applica- 
tion to H. H. FREELAND, Manufacturer, 
Rochester, N. . 


SALESMEN WANTED—A LIVE WIRE 
for Wisconsin and Minnesota also the 
Dakotas to represent Rochester’s lead- 
ing factory line of JUVENILE TURNS 
and SPECIALTIES in infant’s’ shoes. 
Old_ established _ line. Superb factory 
stock service. Many open accounts in 
the territory. Liberal commission and also 
a weekly drawing account to the man 
who can prove his ability. No objection 
to your having one other non-conflicting 
line—and one only. Positively no applica- 
tion considered except from an experi- 
enced salesman and acquainted in the 
territory. H. H. FREELAND, Manufac- 
turer Established 1896. Rochester, N. Y. 





S ALESMEN WANTED who call on the 
jobbing and big department store trade 

to sell our short specialty line of boys” 

school shoes. Only those with estab- 

lished trade need apply. EXCELSIOR 

/:— & SLIPPER CO., Cedarburg, 
s. 





S OME GOOD TERRITORY open for 
salesmen -with established trade to 
carry our line of children’s flexible turn 
shoes, sizes 1 to 5, 4 to 8 and 8% to 11. 
Every number carried in-stock. Com- 
mission payable as requested. This line 
is medium priced and advertised direct 
to the trade. We want to hear from men 
who can furnish references and are well 
acquainted in their territory. Give full 
particulars. GOODGER & MILOW SHOE 

C., INC., In-Stock Department, 
Rochester, N. Y. 





OING! Going! Just a few territories 
left for progressive line of Milwaukee- 
made work and semi-dress shoes; up to 
the minute’ style and workmanship, 
backed by extensive mail advertising and 
dealer’s helps. Want men of proven 
ability, willing to travel on straight com- 
mission basis, drawing account propor- 
tionate to actual sales. Territories open: 
Pennsylvania, Minnesota, Oklahoma, 
Texas and Arkansas. Address C-738, care 
Boot & Shoe Recorder, 207 South St., 
Boston, Mass. 





10 MORE HIGH GRADE SALESMEN 

wanted calling on the shoe trade 
to handle as a side line a new and highly 
successful foot appliance, nationally ad- 
vertised and approved by leading ortho- 
pedic authorities. Not an arch support. 
Unusual opportunity for men with good 
records. For full particulars, address 
C-735, care Boot & Shoe Recorder, 207 
South St., Boston, Mass. 


SALESMEN WANTED with established 

trade for New York City and New 
Jersey State to sell our popular price 
line of Women’s shoes. KEMPE 
—_— 107 Duane St., New York 
ity. 











HOE SALESMAN WANTED—Experi- 
enced Salesman for Tennessee and 
Kentucky, to sell line of Women’s High 
Grade Welts and McKays. Must be 
acquainted in territory, prefer one with 
established trade Womens’ or good gen- 
eral line shoes. Give full particulars, 
stating time traveled, where, and lines 
handled, in first letter. Samples ready 
August 15th, THE CAHILL SHOE Co., 
Cincinnati, Ohio. 


SEVERAL good territories are 
open for experienced salesmen 
capable of successfully placing a 
line of Ladies’ High Grade Turn 
Slippers, 
Want men of proven ability willing 
to travel on straight commission 
basis. Address C-676, care Boot 
& Shoe. Recorder, 207 South St., 
Boston, -Mass., 











Send all replies to Boot & Shoe Recorder, 207 South St., Boston, unless otherwise noted in advertisement. 
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SALESMEN WANTED 


SALESMEN WANTED 








O PPORTUNITY for experienced 
salesmen with following, de- 
siring live side line, to connect with 
manufacturer of high grade spats, 
offering a fast selling line of staple 
and original designs. References, 
also lines now carried, required. Ad- 
dress C-734, care Boot & Shoe Re- 
corder, 207 South St., Boston, Mass. 











I WANT A SALESMAN—Who can 

specialize on children’s shoes, 
one last, lace, black and tan, kid 
and calf, at the right price for the 
merchant to sell speedily at a 
profit. Address C-730, care Boot 
& Shoe Recorder, 207 South St., 
Boston, Mass. 











TWO SALESMEN 
WANTED 


Opening in Missouri, Kansas, 
Oklahoma and Nebraska for 


two live salesmen. 
Write fully in first letter. 


Thomson-Crooker Shoe Co. 
Boston 20, Mass. 














SALESMEN WANTED 


The old established house of 
Weimer, Wright & Watkin Co. 
of Philadelphia, manufacturing the 
3 W’s Lenox Line of Women’s, 
Misses’ and Children’s shoes, and 
carrying a general jobbing line of 
shoes, have the following counties 
open in Pennsylvania: 


Cambria Greene 

Indiana Somerset 

Armstrong Clearfield 

Mercer Jefferson 

Butler Lawrence 

Washington Blair 
Centre 


Resident salesmen of ability and 
experience, with established trade 
in these counties may apply by 
letter, stating all particulars. 
WEIMER, WRIGHT & WATKIN, 
No. 35 S-Second St., Philadelphia, 
Pa. 











AN OPPORTUNITY FOR A 
YOUNG MAN 
WANTED a young man of ability 
to sell shoes in the Pacific Coast 
and Rocky Mountain States; ex- 
cepting some towns already 
covered; to have headquarters in 
San Francisco. A man with some 
experience selling this trade pre- 
ferred. Best of references must 
accompany application. We will 
guarantee to the right man ex- 
penses and reasonable drawing 
account. SLATER & MORRILL, 

INC., South Braintree, Mass. 











SALESMEN 
WANTED 


by manufacturer of popular priced, 
well advertised men’s shoes. Stock 
department maintained. 


This line has hitherto been sold 
almost entirely in the large cities, 
but with larger production it is 
desired to cover the smaller centers 
in addition. 


Applications will be considered by 
men having established territories. 


Line contains about twelve quick 
selling shoes. Ready giving full 
particulars as to age, experience 
and accomplishment, to L. E. L. 
Boot & Shoe Recorder, 207 South 
Street, Boston, Mass. 

















POSITION WANTED 


T? KEEP YOUR STOCK MOVING, you 
must keep your help moving. Don’t 
bawl them out, but help them out. 
Don’t drive them, but lead them. A 
good example, a little kindness, and 
systematic co-operation, will turn work 
into play and merchandise into cash. 
Does your establishment need a leader, 
experienced in wholesale, retail, factory 
and road work? Address C-736, care 
Boot & Shoe Recorder, 207 South St., 
Boston, Mass. 








LINE WANTED 


WANTED line of shoes for greater New 
York. Best references. GRAND, 814 
Hopkinson Ave., Brooklyn, N. Y. 
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BOSTON OFFICE: 207 South Street. 
Correspondence relating to all de- 
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the Boston Office. 
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W. R. Hill, Manager. Telephone 507. 
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JAPANESE OFFICE: Yokohama. J. F. 
Wagen, Manager. 

SPAIN: Gerente, Leoncio de Miguel, 
Librero Editor, 20 Fuencarral, Madrid. 
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GENUINE KID 


COMFORT SHOE 


In Stock 

























Stock Style X 1938 Stock Style X 3438 
Fine Black Kid, Hand Black Kid Seamless, Pol- 
Turned, Rubber Heel. ish, Turned, Cat's Paw 
Sizes 3 to 8; OC, D and B. Rubber Heel. 
Price $4.25 Sizes 3 to 8; E. 
Price $3.10 


Stock Style X 1946 
Same as above with Kid 
Tip. 


Stock Style X 3437 


Black Kid Polish, Turned, 
Cat’s Paw Rubber Heel. 
Sizes 8 to 9; BE. 


Price $3.60 


Stock Style X 3434 
Same as above in Plain Toe. 


Stock Style X 3436 


Black Kid Bal, Turned. 
Sizes 3 to 9; ED. 


Price $2.50 





Stock Style X 125 
Black Kid One-Strap, Turned. 
“Cat’s Paw’’ Rubber Heel. 

Sizes 3 to 8; BE. 
Price $1.85 











Parker Holmes & Co. 


“The House That Helps” 
Boston, Mass. 
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fy? not delude your- 


self into thinking as L 1OHKS 


that it’s sufficient to (74 @) vik rs) 


say ‘make that style in 
kid.” eather 
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Say SCHERER'’S and 
on SCHERER’S kid 
BELGIAN BLUE No. 21 


you ll get shoes that * 
wear a quality badge. 
| | All the years of experi- 
| make a real difference. 
| MAPLE BROWN No. 12 
| 


which we have spent 
f q 
i bf 
i | Our Most Demanded Co’ors vl 4 
i | SEA GULL GREY No. 23 I 
| MIDNIGHT BLUE No. 14 





ence and experiment 
| Insist on SCHERER’S. [ O We} 
BOOZIE BLUE No. 38 


HAVANA BROWN No. 10 
i} LIGHT BROWN No. 8 
| BEAUTY BROWN No. 5 
| CHAMPAGNE No. 18 
TERRA COTTA No. 3 
| BRONZE No. 34 
WINE No. 6 














Oscar Scherer & Bro., Jnc. 


4 29 SPRUCE STREET, N. Y. 
i“ FACTORY, NEWARK, N. J. “Makes Better Shoes 


i Originators of and Leaders in§ Fancy’ Colored Kid Still Better’’ 
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RED WING 


“BOY” 


A Shoe for Real Boys 


IN STOCK 


Modified Last—Boys’ Mahog. Bal. Wing- 
foot Rubber Heel—Blind Eyelets—Hvy. 
Jumbo Oak-Bend Soles — All Solid 
Leather. 

Sizes 1 to 6. Widths B, C & D 


A Shoe with a Bottom THAT WEARS 
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AS USED. BY AMERICAS SHOEMAKERS 


The Natural Color of Shrewsbury Bark Tannage Shows Through Perforations 







It is a custom of ever increasing popularity 
among people of discrimination to wear 
shoes that are elevated to a place above 
commonplace styles, not by novelty of 
design as much as by character and 
quality of materials and workmanship. 
The use of Green & Hickey Leathers 
enables merchants and manufacturers to 
provide for the requirements of this profit- 
able class of customers. 

































GREEN & HICKEY SPECIALTIES 


Sheewshusy Goate Calf, a ee re No. 89 
ESA Rare No. 90 
<< 0 roe rere) No. 66 


















~ ie SO. ove vcsnd No. 126 

“ sr catarmas ssowease No. 139 

“ -  Copeasamee No. 116 

” wat oak eae No. 90 

- = =  - '* eee No. 16 
Standinevien Geeta Cult ones sake Black 









MADE BY << * a Meee: eta: 
BROCKTON SHOE MFG. CO. = Green & Hickey Retan Scotch, Tan........... No. 30 
BROCKTON, MASS. $ BD . acsaveen No. 90 


CUT FROM G. & H. RETAN No. 30 
BEWARE OF IMITATIONS— 


























ESTABLISHED 1782 


ee ee 


GREEN @HICKEY LEATHER CO 
os cams Gtcaten ” 


TANNERIES~ SHREWSBURY AND WINCHENDON, MASS. 


INCORPORATED 1900 
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Correct and CorrecttYe 


STETSON _— 


Suburban 


THE SHOE-FOR MEN-WOMEN 


UR reputation forbids any exaggeration of the facts about Stetson ‘“SUBUR- 
BANS.” 


We could not afford to tell you that they are in a separate circle of superiority if we 
were not sure of our ground. 

Will you, then, permit us to show you that in Stetson “SUBURBANS” we have dis- 
covered a way to make truly corrective shoes which do not even hint of being such. 
Stetson “SUBURBANS” are so graceful of line, so finished in shoemaking, so sus- 
ceptible of smart style touches that one admires them at first sight. 





You would not believe they are so unusually perfect in fit, or that they can accomplish 
such relief and developing of weakened arches and muscles. They look as wholly 


different as they are. 


Mark These Four Important “Suburban” Features 


1. Extraordinarily perfect fitting qual- 3. They’ fit before they’re laced, so that 

ities, at heel, arch and two ball points. when laces are drawn the arch and instep 
are comfortably bandaged. 

2. A flexible arch which not only sup- 4. A last that admits of smart style as 

ports but exercises and develops weak- well as full toe room and uncramped com- 

ened muscles and tendons. fort. 





Will you permit us to explain them to you as 
we were privileged to do by them. Your re- 


iet d ot easily enthuse, are reporting > : D 1 
[a ausmes with Stetson SUBURBANS. 6% a = demonstration incurs no obligation 
THE STETSON SHOE CO., Inc. yy South Weymouth (90), Mass. 


BOSTON NEW YORK 
Little Bldg., Cor. Tremont and Boylston Sts. Bush Sales Bldg., 130 West 42nd Street 


Conservatively conducted stores, whose pro- 
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Eaton-Made 
SHOES FOR WOMEN 


(BRANDED OR UNBRANDED) 


ALL WELTS 


IN STOCK ABOUT SEPT. 1ST. 


Stock No. 102—P & V No. 104, Tan Stock No. 101—P & V Cherry Calf 


Calf Oxf.—neatly perforated and Oxf.—2 rows close stitching thru- 
carries a fancy center perforation in hoe = 
tip. Made with a 10/8 heel. out. Imitation tip. 15/8 heel. 


Last Code Widths Last Code Widths 
135 Plum AA-D 95 Orange AA-D 





WATCH FOR OTHER STOCK 
STYLES IN WOMEN’S SHOES 


‘Charles A. Eaton Company 


“The Sterling Shoemakers of New England” 
BROCKTON, MASS. 


BOSTON—207 Essex Street NEW YORK—127 Duane Street ATLANTA—238 Peachtree Arcade 


wT 
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FACTS ABOUT FALL 


ITH the advent of Fall, come 

new hopes for increased busi- 
ness. The long hold-off by the buy- 
ing public, as regards apparel, has 
just about ended. The present run 
Woman's Flexible | McKay. of retail prices for women’s and chil- 
aheue eon ee dren’s shoes cannot fail to command 
favorable attention, and must boost 


sales. 


The 3 W’s LENOX In Stock Depart- 
ment has been replenished with 
timely styles, and is ready to give 
you immediate action. The numbers 
shown are carefully calculated to 
please the people who will visit your 
store. And what is of 

vital importance to you— 

the prices are right! 









































Ezeaz Welt, Women’s Misses’ and Children’s Tan Side, 
Flexible English Oxford aS Tip Lace, Snap Last. 
Rubber Heel. mee 
Poa 7713—5 to 8 $2. 

4768S—Brown Kid .....83.50 te. 7712—8% to 11, Spring Heel..... 2.35 

4769—Black Kid = FE a 7711—8% to < EOD TOG). cccccce 2.35 
7710—11% to 
8400—2% to 7, “eae Last Co-Ed..: 3.25 





Weimer, Wright & Watkin Co. 
Manufacturers 


35 S. SECOND ST. PHILADELPHIA 
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MESHES 


Black 


isa strong 


Faworite of Fashion 


5) 
as 


E would have been a courageous prophet indeed who ven- 
tured to predict a vogue of black among keen style seek- 
ers, youthful as well as mature. 


= 
a 


Se ee en 1 LEP 


Yet—today Black carries unmistakably Fashion’s authorita- 


tive stamp of approval. 


It’s a time when black patent is enjoying ever increasing 
popularity for beautiful styles in pumps, oxfords and fancy 


boots. . 


And as for Patent Leather, there is none better than our 
famous Black Diamond. 


Pt SC + SHH 1 He 


- Hs 
- 
“ 


~ 


‘Lawrence Leathers Are Reliable Leathers’ 


A.C. Lawrence LeatherCompany 


161 South Street ,Boston .Mass. 


NEW YORK - CHICAGO - ROCHESTER 
PHILADELPHIA 
CINCINNATI 
MILWAUKEE - ST.LOUIS 


SEH DDK ++ DH SD SE FESS SHO He at Me hm ICS NETO: 


SUK DDD: HD Ht SS SS BSD 


$y HD DS 92 2 8) Ce Hee fF COC Ht 8 
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MUN C  A 


RUSSIA 
CALF 


IN STOCK 
AA to D 


$5 
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I SAY MARION 


Every line shouts Marion Individuality. Six weeks ago the 
Marion Family of Shoemakers began making these Fall Oxfords. 


—- 


—Now— 
‘We offer you for immediate delivery this distinctively Marion 
Creation on our New Tuxedo Last with Two Full Soles and a 


Square Toe. 
No. 407X Carried in Stock AA to D. 


MARION SHOE CO. 


MARION, IND. 


WESTERN QUALITY“ [ASTERN STYLE | 
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WOON AT SAMMUT oT 
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GIVING THE BEST 


“Give to the world the best you have, 
And the best will come back to you.” 


The bit of poetry quoted above is no less true today than when 
it was written. It may be said that the subtle secret of success lies 
in these homely lines. Success and good fortune are always near, 
waiting to be grasped. But we can not enjoy the two without hard 
work and really giving the best in us. 


Getting started is the most difficult thing about success. Once 
this is accomplished, success becomes matter of fact. For example, 


some of the prominent writers of today began, years ago, by adher-" 


ing strictly to the rules of story-writing; revising and re-submitting 
their manuscripts until at last great pains were rewarded. Now 
that they are successful, anything from their pens is considered 
masterful, while they enjoy the privileges of coining new words, 
creating new grammatical forms, and modelling their stories as 
they wish. So it is in any pursuit of life. 


So much for hard work and eventual rewards. Getting back to 
the original point, however, we appreciate what “giving the best” 
means. Haven’t you noticed in your own business that if you give 
your customers the best you have, the best comes back in some 
way—profits, repeat sales, or new patrons? Surely you have! 


The Harrisburg Shoe Manufacturing Company believes in GIVING 
THE BEST! Sales records show that the best comes back in many 
forms—reordering, confidence and satisfaction, comments on the 
salability of Harrisburg Shoes, and a score of others. 


Let us have the opportunity of giving YOU the best! Let us help 
YOU give your customers the best! We are sure that the “best 
will come back to you.” 


Che Rarrishurg Shoe Mig. Go. 


of Harrisburg, Pa. 
WOMEN'S SHOES MISSES SHOES CHILDREN'S SHOES 
OF VALUE 
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“Decidedly Thompson’ 


COLLEGE OXFORDS 
IN STOCK 


S-646 
Code Word—Campus 
Galluns No. 4 Nor. Calf 
Ball Strap Oxford. Club 
Last. 
Price, $8.00 


S-648 
Code Word—College 
Bdd. Brown Cordovan 
Ball Strap Oxford. 
Brogue Last. 
Price $8.00 





Send for Stock Style Catalog Se 
[Men's and Women’s Models illustrated 


Address all communications to Brockton (Campello), Mesa. 


HOMPSON BROS .SHOE (0 
FINE SHOEMAKERS _ 


BROCKTON 


MASS. 
U-S-A 
BOSTON CHICAGO 


NEW YORK 
930 Marbridge Building 207 Essex Street 35 Dearborn St. 
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for Fall 


Time to be thinking of wool and 
mercerized hose for fall and win- 
ter wear. 


Write for our price-list of 
timely offerings for immediate 


delivery. 


Emery & Beers Company, ine. 


Sole Owners and Wholesale Distributors of “ONYX” Hosiery 
BROADWAY AT 24TH STREET NEW YORK 


31 Bedford Street 

1033 Chestnut Street 

210 Pearl Street 

Chicago North American Building, State and Monroe Streets 
San Francisco 259 Geary Street 
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=e! sTANWORTH 


courrer Sole Leather 3 STANDARDIZED STYLES IN STOCK 
BOX TOE dete Seathn 
mer Ruble- Grade A 


sTANWORT 
































Meet the public demand for good 
shoes at lower prices. Use the 
Stanworth line. 











No. 1 


“Tay Stock.” Every case guaranteed to please. 
Sizes 8 to 12. 
In Case Lots 

$4.60 


Send for 12 pairs on approval. 


Return if not not satisfied. You 
be the judge. 


No. 2 
Medium Toe. 
In Stock. 
Widths 
AA to E. 
Sizes 5 to 12. 
In Case Lots 
$4.60 











No. 3 
English Last. 
In_ Stock. 
Widths 


AA to D. 
Sizes 5 to 12. 
In Case Lots 
$4.60 





sTANWORTH 


SHOEMAKERS 


MARION, INDIANA 


EE 
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“The E & M Shoe of Quality” 


One of Our Latest Novelties, The Monte 
Carlo. A patent 3-buckle sandal. Carries 
14/8 Junior Louis Heel on our new, mod- 
ified French last. 


Emery & Marshall Co. 


Haverhill, Mass. 






















CHARLES L. MARKS 
Eastern City Trade and Southern 
Territory with New York 
1008 Marbridge Building 

J. B. LAUGHLIN ° 
Throughout the Middle West 


WARREN H. TUCKER 


In New England 
Office at 183 Essex St., Boston 


LARRIE H. SASS 
On the Pacific Coast 


TRADE 
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No. 1361 
Sizes 3¢--14 Inch 


No. 1364 
Size 3% Inch 





request, 





CHICAGO 

396 W. Madison St. 
Bide 

Bostal el.B 





HARDWARE 
PRODUCTS 





cANNOUNCING 
* Yewly Created ‘Designs In 


Buckles £ Footwear 


Season of 1921~1922 





No. 1362 
Sizes 34--14 Inch 





No. 2136 
Size %% Inch 











No. 1365 
Size 34 Inch 


Buckles shown above are supplied in all 
desirable finishes and are sold by leading jobbers 
everywhere. 


We shall gladly send free samples upon 


Write for Bulletin 132, illustrating our 
comprehensive assortment of buckles suitable for 
use on men’s and women’s shoes. 
the asking. 


It’s yours for 


NEW BRITAIN, CONNECTICUT 


BRANCH SALES OFFICES 


15 






No. 1363 
Sizes 34--14 Inch 
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AUGED by the volume of orders for 

Lynn’s principal footwear products, 
Women’s and Children’s shoes and Men’s 
slippers, the steadily-gathering revival of ac- 
tivity in the shoe industry is as certain as 
the approach of Autumn. 











If there still be those who choose a gloomy 
point of view, let them come to Lynn and see 
the conspicuous contradiction! 


Lynn manufacturers have never lost sight 
of quality and the Lynn prestige everywhere 
that Lynn quality has created. Today, 





ALLEN, GOLLER, LEIGHTON CO. BARTLETT-SOMERS Co. 
BURDETT SHOE Co. COTTER SHOE Co. 
A. FISHER & SON GREGORY & READ Co. 


lA 

1 Ki 

WHITE BUCK WELTS 

ESTABLISHED 1965 4 Jor GROWING GIRLS. 


m xX MISSES and 
CHILDREN 
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f another of Ammevi 2 
Shormakingess | 


Lynn’s concern over future business condi- 
tions in the Industry has wholly given way 
to consideration of quality - building and 
economy - production. 


There will always be improvement in 
shoes. Improvement in patterns, in make- 
up, in fitting qualities. Let it be remem- 
bered that even the past most sluggish period 
in Lynn shoe manufacturing never dulled 
the activity of Lynn shoemakers in improv- 
ing the footwear that has given Lynn her 
standing everywhere that shoes are bought 
and worn. 


P. J. HARNEY SHOE Co. HENNESSEY, MAXWELL & HENNESSEY 
G. W. Herrick SHOE Co. T. J. KiEtyY & COMPANY 
WATSON SHOE COMPANY WILLIAMS, CLARK & Co. 
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for Fall Wear 
with the 
“OVALOID” 


Lacing Hooks 
100% American 
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Shoes of Value—Rightly Priced 


“Price Shoes”’ ‘a Questionable 


Value 


Which of These Offers Your Business 
Building Answer of Today? 


“SHOES OF VALUE RIGHTLY “PRICE SHOES” will seriously 
PRICED,” will build permanent impair your prospects for con- 
customer confidence. tinued business. 





The Milford Line is built upon the policy of 
“SHOES OF VALUE—RIGHTLY PRICED” 





OUR VALUES offer shoes OUR PRICES allow you to 
of. real style, real quality, profitably place calf and kid 
constructed from none other shoes on the feet of the shoe- 
than leading lines of upper wearing public at _ right 
and sole leather and Al ma- prices— 

terials. $6.00 to $7.00 


Wise Merchandisers Will Not Delay 
Their Fall Buying. 


MILFORD SHOE COMPANY 


Factory—Milford, Mass. 


SALESROOMS 
36 Lincoln St., Boston, Mass. 443 Marbridge Bldg., New York City 





Sample No. 1162 


Lawrences No. 19 Calf— 
Square Wing Tip Bal. 10 
Iron Selected Oak Bot- 
tom. 6 Iron Solid Oak 
Innersole. Fine Twill 
Lining. Brass Eyelets. 
Wingfoot Heel with Solid 


Leather Base. 
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NUNN-BUSH SUPER-FINE QUALITY 


Every Nunn-Bush Shoe upholds the reputation that has been 
built by an organization trained in honest shoe craftsmanship. 
Quality materials only are used in the manufacture of these 
shoes, and each pair seeks only to satisfy both the retailer and 


the wearer. 


Above is illustrated our No. 362—Soft Toe Black 
Norwegian Calf, French Toe Last, Extra Heavy 
Single Sole, Stitched Heel Seat, Small Brass 
Eyelets. 

Made also in No. 4 Norwegian Calf. 


Price $6.50. 


NUNN-BUSH & WELDON SHOE CO. 
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SHVES 








An excellent ,widely-advertised line of 
TURNSa«and WELTS 


VISION 


Years ago, Dr. Posner saw the great need for 
shoes which could be adapted to every stage of 
the growing foot. 


His careful study and creations coupled with 
our growth and accumulated experience has 
evolved a complete assortment of footwear for 
juvenile wearers from infancy to budding 
womanhood, one style co-ordinating with the 
next. 


So to-day the house of Posner stands on a sub- 
stantial foundation—in the front ranks of those 
who produce Brooklyn footwear of merit. 


A wide selection of Dr. Posner shoes in both 
turns and welts is carried in stock in our New 
York distributing house. Can we send you 
some literature covering our in stock styles and 
merchandising plans? 


DRAPOSNER SHOES Lace. 


EXECUTIVE OFFICES AND DISTRIBUTING HOUSE. 
140-142 WEST BROADWAY 
NEW YORK CITY 


FACTORY-ROEBLING & HOPE STS.BROOKLYN 
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LADIES’ PLAIN TOE BAL 
Our Ladies’ Plain Toe Bal is distinctly a com- 





fort shoe. 
lines with either leather or rubber heels and is 


It is made on broad common sense 


certain to appeal to the woman who must have 
comfort and service. 
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time. 


profitable 
staples. 


Write for our illustrated booklet 
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LYNN, MASSACHUSETTS 


PU 


>FISHER: 
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Regular Turnover 


Novelty footwear, to bring profits, 
must be turned quickly at a specific 
The seasons for staple foot- 
wear are more liberal, allowing ample 
time for a thorough turning of stock. 
Therefore, you can look forward with 
some degree of certainty as to future 
business in staples. 

For more than a quarter 
century the name Fisher 


4 4 4 4 


stood for regular, 
turnover of 


066 


and appearance. 


ever you choose. 
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LADIES’ SEMI-DRESS POLISH 


There is a steady demand for this useful shoe, a 
demand which testifies to its twin factors of ease 
It sacrifices neither fit nor 
economy, but is no less stylish on that account. 
The quarter is seven inches high and we furnish 
this shoe with leather or rubber heels, which- 
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Style No. 2213 
Paris Kid Two Strap Pump on No. 316 
Last, Medium Toe, Turn Sole, 1%- -inch| Heel. 
AA to E In Stock 
Price $4.85 


TURN STRAP PUMPS 


for Early Fall 
READY 


for Immediate Delivery 


J. J. GROVER’S SONS Co. 


Soft Shoes for Tender Feet 


LYNN, MASS. 


BOSTON 
80 Boylston St., Little Bldg. 


NEW YORK 


liz 


47 West 34th St. 


SMA 
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ow BEING PRINTED 


Ready September Ist 
DR. SCHOLL’S New Reference Book for Shoemen 


Here is a handy book every shoe 





salesman should have 


It gives retail sales people in easily 
understood language facts about foot 
anatomy, normal and abnormal condi- 
tions, and how to deal with customers 
where foot troubles make successful 
shoe fitting difficult. 


Men and women who sell shoes ought 
to know the foot and they ought to have 
a knowledge of shoe conditions, shoe 
construction and shoe fitting. 





This GUIDE is full of photographic 
reproductions, many of them printed in 
colors. Every retail shoe salesman will 
find it valuable in analyzing foot and 
shoe troubles, for it 


—promotes selling efficiency 
—increases sales volume 
—makes satisfied customers 
—builds prestige for the store 


The best investment you ever made. 





SPECIAL 30-DAY OFFER 
$1.00 


The regular price of this handy volume is $2.00 
postpaid anywhere in the U. S., in CANADA 
$2.50, but as a special 30-day introductory offer 4 
this book will be sent to any part of the U.S. 4” 
at $1.00, and in CANADA for $1.25. Bound 4% 
in beautiful full leather embossed cover o 

¢ 





with 175 valuable pages. o 
¢ 
ORDER NOW! r 
—$—_=$$___— 
¢ 
¢ 
os $ 
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Wear Well, which represents the lowest lining-value which should be placed in any shoe, 


DOUBLETWILL, WEAR WELL AND TWIN-DRILL LININGS ARE SOLD ONLY BY W. H. HOLBROOK CO. 
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MEETING THE DEMAND 


The Merchant or Manufacturer who carries, or produces, the kind of footwear which is in 
demand is a sure winner. It’s a cinch! 
The problem is to know what is in demand and how to produce it. 


Here Is the Answer 


The Boston Evening Transcript is noted for its comprehensive and accurate reviews of trade 
and market conditions. 


Under date of July 25th, 1921, in its article headed “Shoe Trade Gains,” the following ex- 


pression occurs: 
“The public, by reason of necessity, is looking for durable shoes, 
at reasonable prices: and if high prices must be paid, it expects 


the best of goods.” 
Again 


In the words of a very prominent retailer of shoes, following a recent exhaustive country- 
wide investigation, we find this expression: 
“I also find that the general public are not looking for low grade 
shoes, but they are insisting on getting quality plus style for the 
younger element, and always for quality in the staple styles.” 


Durability and Quality 


then are the features which are in demand in footwear today, and will be every day so long as 
shoes are bought to be worn. 


How to Produce It 


In the great majority of cases the lining of a shoe is the first part to show lack of durability. 
It is the first part to go, and the one part which can neither be replaced nor repaired. 

Therefore, to produce a durable shoe, or one which will meet the demand, the question of 
greatest importance is to secure a durable lining. 


Durable Shoe Linings 


can only be produced by employing types of cloth and methods of construction which are cal- 
culated to resist the peculiarly damaging treatment a shoe lining receives. 








BETTER LININGS Ee Met Noe Nose FOR LESS MONEY 
O22 L/b 


TWIN-DRILL | 


Ls SHOE LINING _ 


AW) | 


_ SHOE LINING 


SHOE LINING | 


M 













es RIGHT CONSTRUCTION na 
“FITNESS TO PURPOSE” PRODUCES FOR SHOE LININGS 
IS THE TRUEST GAUGE USE CLOTHS WHICH ARE 


FOR MEASURING VALUE MAXIMUM EFFICIENCY mabe 7oBEsHOE LININGS 


This group of cloths has been designed to give service under the conditions to which a shoe lining is sub- 
They give assurance of all the durability which can be extracted from the amount of material employed. 


From ‘“Doubletwill,” which will impart character, beauty and service to the finest shoes down to No. 3 


THEY MEET THE DEMAND 
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The Heel ThatHdds/ Finishing Jouch 




















Why 1s tttha - for four years past our heels 


have been exclusively used by 
one of the best known manu- 
facturers of men's best grade 


shoes? 


Because we make heels that 
go with their shoes in beauty 
of design as well as quality. 


Their Looks Are No Better 
Than Their Quality. 








Quabaug Rubber Co., North Brookfield, Mass. 
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No. 535—Tan Nor- 
wegian Calf Fibre 
Middle Sole, Stitched 
around heel, Ball Strap 
Wingfoot Rubber Heel. 














































































FEW years ago, men of the middle 
class paid eighteen or twenty dol- 
lars for shoes. Today they spend 
about ten dollars, in many cases less. 


Weber Shoes are not made to meet a 
stipulated price. They are designed to 
give the great middle class wholesome 
values at prices from $5.00 to $9.00. 






New York Office, H. Harris, 1328 
Broadway, Marbridge Building. 
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CLINTON 






August 20, 1921 


Real Kid Shoes 


to Sell at 
Qpular prices 






























Lot No. 657—Rich Brown Kid Bal, Rock 
Oak Outsole, Grain Innersole, Wingfoot 
Rubber Heel, Banker (straight) Last. 

IN-STOCK A to E. The price is $5.25. 


An unusual shoe at a price. 




















CLINTON SHOE MFG: 
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Fall is 


WHEREVER YOUFIND \ —S bw 
A PROGRESSIVE DEALER ial 
YOU WILL FIND: STUNNING 


"Wanda: 


na 


FIVE THOUSAND LEADING ST& RE, ye: 
ARE MAKING SATISFIED CUSTOMER SY /5 
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S. RAUH & COMPANY 310 sixty avenve NEW YORK— 



















| FORPIFTYYPARS- THE: WORLD'S: LARGEST-AND-FOREMOST-MAKERS °F FINE-SPATS | 
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No. 272—KID SANDAL, opera toe, 12/8 
leather heel, OC, D and B, 27 last. . . 82. 25 


No. 204—KID, 7 Inch Polish, Press Vamp 
and Fox, ~ Gree rubber heel. A 
to B, 20 last. 83.75 











A Source of Profit 


HESE styles are typical of 

the footwear which com- 
prises our In Stock department. 
Each is designed to give the ut- 
most in fit and comfort. 


Velvety kidskin, flexible sole 
stock, and sensible heels all 
combine to make Gardiner 
Quality Comforts a source of 
profit to the retail merchant. 


May we send you a catalog? 
H. K. GARDINER CO. 


Please Address All Mail to the Factory 
at Lynn 
Factory: 680 Washington St., 
Lynn, Mass. 


Boston Sample Room: 
Street 


134 Lincoln 


. 206—KID OXFORD, 12/8 rubber. heel. 
5° D and &, 20 last $2.60 


No. 208—PLAIN TOP KID, 7 Inch eo 


12/8 rubber heel. ©, D, E, 20 last. .$3. 





IEEEEELEEEEUEEEIEEEEEE 














| 
yo "I My, 


i Man. y 





| 
ty 


Mn 
CED ———— SSE 


STOCK STYLES 
BROGUES—DRESS OXFORDS 


Deliveries Right Now 


Stock No. 580—Brogue Last. Gallun’s 26 aD. Stet Stock No. 587—Brogue Last. Gallun’s 4 Norwegian 
ford. AA, 7 to 11; A and B, 6 to 11; Cand D > U1. Brogue Oxford. Rawhide Slip Sole. Price...... $7.00 


Stock No. 693—Brown Cordovan Oxford. Rawhide 
Slip Sole. Sizes and Widths: AA, 7 to 11; A, B, 6 
te 30s C, BF Ge FE. PRs cc cc vcadsvssasesa $7.25 


Dalton Shoes Dalton Style 
Will Expand and Quality 


Your Business Please. 


No. 372—Patent C. S. Oxford. 3 Bevel Edge. Flexible 
Sole. Fenway Last. 7 ond Widths: AA, 6% to 
11; A, B, 6 to t1; C, D, Sa $6.00 


No. 467—Ivory Calf C. S. Oxtors, Imt. Turn. Fenway 
Last. Sizes and Width: AA, 6% to I1; A, B, 6 to 
i: & BS & Us x" tk 515% wre. 63.5 16 soe $6.00 


THE DALTON COMPANY, Inc. 


Men’s Fine Shoes 
BROCKTON, MASSACHUSETTS 


BOSTON : 183 Essex Street. NEW YORK: 651 Marbridge Building. CHICAGO: Room 706, Security Bldg. 
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Merchants need National Cash Registers 
now more than ever before 





@ They stop mistakes. 
@ They stop losses. 

@ They decrease expenses. 
@ They improve trade. 

© They increase profits. 








We make cash registers for every line of business. 


Priced $75 and up. 


Easy payments. Liberal allowances for old registers. 
‘ Old registers bought, sold, repaired, and exchanged. 


NATIONAL 


CASH REGISTER CO. 


DAYTON. OHIO. | 
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The Same Profit 
From First to Last 


RICES are never cut. Profits are never 

reduced. Why? Because Educators are 
always in style. Educators sell all the time, 
and you always get a regular steady profit 
on every pair. 


Educators are the only orthopedic shoes in 
the world made for the whole family—men 
—women—youths, ex. misses, boys, misses, 
little men, children and infants. 


The national advertising brings the whole 
family into your store if you are an Educator 
dealer. Get Educators, get the family trade, 
get the steady profit on repeat business. 


RICE & HUTCHINS 


DUCATOR 
Ec SHOE® 


REG. US, PAT. OFF. 


RICE & HUTCHINS, Inc. 
10 High Street, Boston, U. S. A. 











